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Juvenile Insurance 


HICAGO GENERAL AGENT Raymond J. Wiese 

had just completed a $200,000 business insurance 

case on four partners when he learned that the key partner 

with whom he had mainly worked had a 19-year-old son. 

Being the father of three sons himself, Mr. Wiese said: 

** Joe, I would like to show you what you, and only you, 

can do for your son.”’ Instead of using a small policy in his 

illustration, Mr. Wiese used one for $100,000 on the 
Ordinary Life plan. 

“*Just think of it,” said Mr. Wiese, ‘‘you can start out 
your boy on a $100,000 estate for $1846. Dividends pay- 
able on the basis of my Company’s present dividend scale 
(of course you realize dividends cannot be guaranteed for 
the future) will, over the period to age 65, reduce your 
average net premium deposit to about $1100 per year. The 
moment you make this premium deposit it will prepare the 
way for a Suaranteed cash value in this policy which will 
begin to grow and, at age 65, will amount to $64,300—or an 
average increase of about $1400 per year. 

*‘ Joe, this is something your son will never stop thanking 


Sales quotes you for as the years go by—and, if he can save $120 a 
month when he takes over this business in about 10 years, 
think what it will mean to him! Think of the credit struc- 
ture you have established for him; the vast difference 
between his insurance rate and yours; and the hazard of 
uninsurability that is eliminated by obtaining the insur- 
ance now!”’ 

It didn’t take Mr. Wiese 10 minutes to sell that case, and 
the prospect wrote a check for two years’ premiums in 
advance. 

Comments Mr. Wiese: “‘Perhaps the reason this sale 
was so easy was that I was talking to a businessman who 
knew the value of life insurance for credit purposes. He 
bought “because he knew the present impact of taxes, the 
difficulties in accumulating wealth today, and because he 
wented to start his son on the road he knew was right. 


‘“‘The woods are full 
of situations like Joe’s,”’ 
says Mr. Wiese, ‘‘and I 
see a tremendous field 
which we have not yet 
even begun to scratch!” 
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Nitice any resemblance ? 


Maybe you can’t tell that these three men have 
the same twinkle in their eyes . . . the same firm 
mouth. And maybe you’ve never heard them 
laugh. 


But the people at Union Central have noticed 
how much alike these three men are. They know 
these men are a father and his two sons, the 
Daniels of Atlanta .. . Tom, Sr.; Tom, Jr. ; and 
Bill Daniel—one of the many father-son groups 
in Union Central. 

Tom Daniel, Sr. has been with Union Central 
for over fifty years. And during those fifty years 
as a Union Central General Agent, a civic and 
social leader, a great sportsman, and family 
man—Tom Daniel, Sr. has become a well- 
known, well-loved figure throughout the South. 

Tom, Jr. and Bill are following in their 
father’s footsteps because they have experienced 
the security and happiness in the home of a 
Union Central agent. 

Yes, within The Union Central Life Insurance 
Company are many young men who have 


wisely chosen to be Union Central agents like 
their fathers. Union Central not only provides 
its agents with the opportunity for financial se- 
curity while active, but assures them of liberal 
retirement and pension arrangements, 

An alert, co-operative Home Office aids the 
men in the field with modern sales tools, made 
constantly more effective by research and test- 
ing. And, of course, Union Central offers a 
policy to meet every life insurance need from 
birth to age 70. 

Since 1867, generation after generation of 
life insurance agents have achieved success and 
security in The Union Central 
Life Insurance Company. 
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Sale of Reliance 
fo Lincoln National 
Close to a Decision 


Would Be Biggest Life 
Merger in History; Mellon 
Bank Must Sell Stock 


The biggest life company merger in 
history will be consummated shortly if 
negotiations now under way are suc- 
cessfully concluded. They would re- 
sult in Lincoln National Life taking 
over Reliance Life of Pittsburgh, which 
has about $1 billion of ins rance in 


force. It had $300,417,752 in assets last 


Dec. 31. 

An announcement concerning the out- 
come of the negotiations is expected 
within a week. ’ 

President John A. Mayer of ‘Reliance 
has informed stockholders of the dis- 
cussion, though without naming Lincoln 
National as the other company. Presi- 
dent A. J. McAndless of Lincoln Na- 
tional said he was not ready to make 
an announcement but did not deny that 
the negotiations are in progress. 


Bank Can’t Hold Stock 


The reason Reliance is seeking a pur- 
chaser is that the Mellon National Bank 
& Trust Co. of Pittsburgh, which owns 
53.34% of Reliance’s stock, cannot hold 
the stock much longer without being in 
violation of its national bank charter. 
The stock was acquired through merger 
of the bank with Union Trust Co. of 
Pittsburgh, also a Mellon bank, but 
state-chartered. 

As a state bank, Union Trust Co. 
was not in conflict with its charter 
in holding the Reliance stock 
and did so for many years. But 
since national banks are not permitted 
to invest in stocks, the merged bank, 
having a national charter, had to dis- 
pose of its Reliance Life stock within 
five years. The time is almost up. 


Reliance Quotations Climb 


There are 30,000 shares of Reliance 
stock outstanding, of which the Mellon 
bank owns 16,002. Par value is $50. 
The stock has been steadily increasing 
in price. Late last year the over-the- 
counter price was $150 a share. In the 
last month it was $285. The last bid 
was $320. 

President Mayer said Tuesday: “If 
our discussions are concluded success- 
fully, we expect them to be not only of 
benefit to stockholders but also of ben- 
efit to the policyholders and sales force 
of ‘Reliance.” 

In his letter to stockholders, Mr. 
Mayer said that “discussions are in 
progress which may result in an oppor- 
tunity for you to realize on your capital 
stock of Reliance an amount substan- 
tially in excess of its present market 
value . The discussions have not 
been concluded and they may not be 
concluded. You will understand that it 
is not possible to furnish detailed infor- 
mation while the discussions are in 
progress. When definite information is 
available, all stockholders will be ad- 
vised.” 

The Mellon interests recently disposed 
of a large block of General Reinsurance 
stock to the M. A. Hanna Corp. of 
Cleveland. The Mellon interests also 
have a_substantial interest in National 
Union Fire of Pittsburgh. 

Acquisition of Reliance Life would 





Society of Actuaries 
Program Is Announced 


The program for the annual meeting 
of Society of Actuaries, to be held at 
Toronto Sept. 26-28, has been an- 
nounced. 

New papers to be presented and dis- 
cussed include: d 

“Health Progress Among Industrial 
Policyholders, 1946-50,” by Mortimer 
Spiegelman and Dr. Louis I. Dublin, 
Metropolitan Life. 

“Lapse Rates,’ Charles F. B. ‘Rich- 
ardson, Mutual Life. 

“Mortality of Railroad Annuitants, 
1946-49,” Abraham M. Niessen, railroad 
retirement board. 

“New Annuities Act in Alberta,” Lau- 
rence E. Coward, Toronto. 

“Group Major-Medical Expense In- 
surance,” Alan M. Thaler, Prudential. 


Discussion of Previous Papers 


Papers presented at previous meetings 
which will be discussed are: 

“The 1950 Amendments to the Social 
Security Act,” Robert J. Myers, social 
security administration. 

“Actuarial Note: Reserves by Differ- 
ent Mortality Tables,’ Harry Gersh- 
enson, New York. 

“Actuarial Note: The Equation of 
Equilibrium,” D. C. Baillie, University 
of Toronto. 

“Group Weekly Indemnity Continua- 
tion Table Study,’ Morton D. Miller, 
Equitable Society. 

“A Present Value Approach to Profit 
Margins and Dividends,’ Harwood 
Rosser, Occidental Life of California. 

“Valuation of Reversionary Interests 
Involving Two or More Lives for Fed- 
eral Tax Purposes,” C. G. Groeschell, 
Northwestern Mutual. 

“Terminal ‘Reserves from Mean Re- 
serves and Net Premiums,’ Dale R. 
Gustafson, Omaha. 

“Mortality Experience Under the Old- 
Age and Survivors Insurance System,” 
L. O. Shudde, social security adminis- 
tration. 


Informal Discussion 


General topics for informal discussion 
are: 

A. For the purpose of controlling 
intermittent war hazard anti-selection, 
what advantages would result from the 
inclusion in all policies of a temporary 
war clause which would exclude all 
deaths resulting from war during the 
first two policy years? ‘ 

B. Would the fact that mortality of 








jump Lincoln National from No. 11 to 
No. 9 in life insurance in force, with 
a total of $4,916,937,605, immediately 
following Northwestern Mutual Life, as- 
suming no changes in the Jan. 1, 1951, 
rankings from other causes. Lincoln 
National ranked No. 17 a decade ago. 

Combined assets of the two com- 
panies would amount to $770,735,169 
based on Dec. 31, 1950, figures, plus in- 
creases since that date. 


Seeks Other Companies 


Lincoln National is negotiating for 
two other companies besides Reliance. 
One of these was mentioned off the 
record by a speaker at a field force con- 
vention in California recently, but it was 
not the Reliance negotiations that were 
referred to, as that matter has devel- 
oped since the convention. 

Lincoln National’s stock, which was 
being quoted at around 90 a few weeks 
ago, has since risen to about 100 and 
is now at 96% bid,‘98 asked, with very 
little trading in it, as the holders are 
not inclined to sell. However, Presi- 
dent McAndless said -he didn’t believe 
the rise was due to reports of the ‘Re- 
liance merger negotiations. 


. 


females is less than the mortality of 
males justify lower premium rates for 
females, or does the smaller size of pol- 
icy offset the mortality difference? 

In view of the large volume of 
accident and health business written by 
life insurance companies and the recent 
entrance into the business of a number 
of large life insurance companies, what 
should the policy of the Society of 
Actuaries be with respect to inclusion: of 
accident and health problems as a sub- 
ject for papers and discussions? 

D. What are the advantages and dis- 
advantages of the proposed new form of 
annual statement (U.'S.)? Will likely 
changes in the form of Canadian annual 
statement be of similar character? 


Interest Rate and Investments 


A. To what extent have the current 
levels of government bond and other 
security prices retarded reinvestment at 
higher yields because of the losses on 
sale involved in such transactions? Is 
the program of voluntary credit re- 
straint similarly restraining improve- 
ments in yield from existing portfolios? 

B. Has the absence of stable state- 
ment valuation criteria for preferred 
and common stocks deterred companies 
from expanding their holdings in this 
form of investment? What changes in 
investment policy have occurred or are 
being considered as a result of the 
change in the New York insurance code 
permitting limited investment in com- 
mon stocks? 

C.. To what extent is investment pol- 
icy influenced by the tax position of 
various types of investment when 
owned by life insurance companies as 
compared with ownership by others? 

What effects have higher invest- 
ment yields and credit restrictions had 
upon the movement in policy loans and 
policy funds on deposit? 

E. What steps can be taken to stimu- 
late the current flow of cash to the com- 
panies in order to assist in curbing in- 
flation and to permit greater advantage 
to be taken of available investment op- 
portunities? 

F. Will a continuance of the present 
investment situation lead to revisions of 
interest assumptions for new contracts, 
and if so, how should such revisions be 
coupled with adequate provision for fu- 
ture changes in (1) administrative ex- 
penses and (2) annuity and settlement 
option mortality? 


Agency Compensation and Costs 


A. If the latest proposals for the re- 
vision of section 213 of the New York 
insurance code become law, what devel- 
opments are likely with respect to: (1) 
The form of agents’ compensation, 
(2) agents’ retirement plans and other 
security benefits, (3) managerial and 
general agents’ compensation, (4) vest- 
ed commissions and overridings payable 
after cancellation of contract, (5) “heap- 
ing” of renewal commissions, (6) the 
use of the proposed limitations in agency 
budgeting and expense control? 

During the post-war years, what 
has been the trend of agents’ earnings 
in comparison with the indices of cost of 
living and of wages and salaries? How 
has this trend been affected by the 
movement in average commissions per 
sale and in number of sales per agent? 
Is the problem of a lower number of 
sales per agent one which is attributable 
to agency operating methods or to 
changing merchandising conditions 
which must be recognized in determin- 
ing compensation scales? 

Has the trend to level and de- 
creasing term policies and riders dis- 
turbed agents’ compensation, and if so, 

(CONTINUED ON PAGE 7) 


Federal Agencies 
Answer SS Queries 
on Refired Agents 


Company Conference on 
Problem Slated for 
Sept. 5 at Chicago 


By HENRY HALLAM 


WASHINGTON — THE NartiIonar 
UNDERWRITER has received answers to 
a number of questions submitted in 
writing to the internal revenue bureau 
and social security administration which 
were related to technical points involved 
in the status of certain life insurance 
agents, their renewal commission, its 
taxability, and the position of life in- 


surance companies with respect to such 
matters. 

Perhaps the most important point in 
internal revenue’s replies concerns re- 
newal commissions and its position with 
respect to business written before and 





The problems surrounding the status 
of renewal commissions and their tax- 
ability, including the effect receiving 
them has on the receipt of old age and 
survivors insurance benefits at age 65 
by agents and general agents are 
scheduled for study by life industry 
lawyers at a meeting at Chicago Sept. 
5. The meeting was originally sched- 
uled for Sept. 6 at New York City. 

The joint committee of American 
Life Convention and Life Insurance 
Assn. of America on the status of 
agents will meet there to consider the 
various rulings that have been made 
on the subject of the Treasury depart- 
ment and the social security adminis- 
tration. 

Daniel P. Cavanaugh, associate coun- 
sel of Aetna Life, is chairman of the 
committee. National Assn. of Life Un- 
derwriters and L.I.A.M.A. will be rep- 
resented. 





after Jan. 1, 1951. On this point a bu- 
reau spokesman informed THE NATIONAL 
UNDERWRITER as follows: 

The bureau has held generally that 
renewal commissions are attributable to 
the year in which a policy is written, 
unless there is a contractual obligation 
on the part of the agent to perform 
some service at a future date not con- 
nected with the sale of the policy. 

If the agent has the “ordinary” type 
of contract providing for renewal com- 
missions for nine years, then the bureau 
takes the position that renewal commis- 
sions are related back to the year in 
which the policy is sold. 


Revenue Bureau’s Role 


To determine whether renewal com- 
missions are subject to the OASI with- 
holding tax, internal revenue has to de- 
termine whether the insurance salesman 
is an employe. 

The bureau had held before Jan. 1, © 
1951, that the salesman is not an em- 
ploye. If he had the conventional type 
of contract, without anything more, then 
renewal commissions were held related 
back to the time he sold the policy. 

On the other hand, the bureau said, 
cases have come up where, in order to 
be eligible to receive commissions, 
agents are required to write a minimum 
amount of insurance. Under such eir- 

(CONTINUED ON PAGE 14) 
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Fewer Agency Heads 
Are Producing 
Personal Business 


Recognize Full Time 


Nature of Job of 
Recruiting and Coaching 


The day of the agency head as a big 
personal producer seems to have passed. 
Even in the smaller communities, agen- 
cies are coming to be headed by men 
whose task is not the personal produc- 
tion of life insurance, but lies in train- 
ing, recruiting and directing the efforts 
of the agents. This is not counting the 
district agent who may have one or two 
other men working with him and yet 
who is under a general agent in one 
of the larger towns. Neither are we 
talking about the man who is in reality 
an agent but who for matters of pres- 
tige and commission is dignified with 
a title that makes it sound as if he 
heads an agency. 

In the larger cities in recent years 
there has been a fairly steady parade 
of agency heads who are large produc- 
ers from the ranks of the general agents 
and managers into full-time selling ca- 
pacities. A number of them have set 
up “associates’ offices,” that is, estab- 
lished quarters of their own with a 
few associates, often lawyers, tax men 
or pension consultants. These are pro- 
duction offices to process the business 
which the big producer writes on his 
own. 

There have been a number of agency 
heads who, in the language of the news 
releases have “returned to personal pro- 
duction.” In some cases they have 
returned because they have not turned 
satisfactory performances as agency 
heads, but in a large number of the 
cases the returnees have actually taken 
the step on their own initiative. They 
have been big personal producers who 
remained personal producers while they 
headed agencies. They came to realize 
that personal selling and the responsi- 
bilities of management mix poorly. 


The Sales Load Carrier 


The tendency of an outstanding sales- 
man who becomes the head of an agen- 
cy, particularly of a general agency, is 
to carry the rest of the agency along 
on his own back production-wise. He 
figures he will only do this at the start 
and finally his men will get rolling but 
too many times he has devoted so much 
to his personal selling that he has not 
had the time to recruit and develop the 
kind of men who can help the agency 
sales figures. It becomes thus an end- 
less circle with the big producing agency 
head always figuring that next year he 
will have to depend less on his per- 
sonal production and can spend more 
time running his agency. Too often 
that time never arrives and the general 
agent is in the schizophrenic dilemma 
of not being satisfied with the kind of 
job he is doing either as a personal 
producer or as an executive. 

There was a day when the head of 
an agency had to be able to lick any 
of his men, production-wise that is. It 
was expected that the best darn sales- 
man in the office would be the agency 
head and as soon as he appeared to 
be weakening as a leading salesman it 
was felt he was losing his grip. It is 
doubtful that this sort of view is held by 
many today. Unquestionably a_high- 
producing agency head is something of 
an inspiration to his men or at least he 
is proof to them that the boss knows 
what he is talking about. But the men 
will cease cheering for the. boss if their 
own sales lag. Most companies don’t 


put on agency heads who have not made 
creditable production records. They feel 
today that when a man heads an agency 
he is taking over another kind of job. 
He has proved himself as a salesman 
and now it is his responsibility to prove 
himself as a sales manager. No matter 
how much personal producing of life 
insurance he does the real test of his 
skill in the new job is how much his 
men sell and how many producers he 
has signed for his team. 


L.I.A.M.A. Work 


L.I.A,M.A. has been the greatest 
single contributing factor to the con- 
cept that the job of the agency head 
is not that of being a glorified and 
super-successful personal producer, but 
rather being a sales executive. L.I.A.- 
M.A. courses have placed the emphasis 
on the recruiting, training and evalu- 
ating aspects of the agency head’s job. 

The business is getting used to the 
idea that in the job of the agency head, 
personal production is decidedly extra- 
curricular. ‘Some of the companies for- 
bid and many of them discourage the 
involvement of their agency heads in 
personal selling. The result has been 
development of a real corps of profes- 
sional agency heads. They have been 
successful in getting their men to sell 
because they have devoted full time 
to helping their men sell. The agents 
working for these career managers and 
general agents have given the old-style 
general agent-salesman a tough run 
for his money, because he has a num- 
ber of agency details to which he must 
attend, even if he does slight them for 
personal production. The hybrid be- 
tween the producer and the agency head 
actually can compete neither with the 


full-time salesman nor the full-time 
agency executive. 
Perhaps the day will never come 


when all agency heads skip personal 
business, but the day has already ar- 
rived when some of them are turning 


their own personal leads over to worthy 
men on their staffs. They miss sizable 
sums of personal commissions this way, 
but they gain in the gratitude of their 
men and move toward the practical 
ideal of providing an adequate income 
to the men under them. 

The development of the agency head 
in a clear-cut role has been reflected 
in the ranks of producers’ associations 
where the difference between the agency 
head and the producing agent is now 
recognized. Agents’ advisory councils 
representing the street agents are strong 
in the local associations. General agents’ 
and managers’ groups conduct their own 
meetings. 

It is hard to pass by an analogy with 
football. In the old days college foot- 
ball teams were coached by the players. 
Often the captain was the coach 
and he played right along with the 
other boys. Today no school would 
think of fielding a football team which 
wasn’t coached by a professional who 
directed the team from the bench rather 
than slugged it out in the game for 
personal glory. The agency head has 
come to be a coach and not a player. 


Guardian to Write A. & H. 


Guardian Life of New York has de- 
cided to enter the personal A. & H. 
field. President James A McLain stated 
that no decision had been reached as 
to the effective date of the program or 
the type of personal coverage that will 
be offered. The company plans to add 
to its home office staff key personnel 
experienced in administering an A. & H. 
program and it feels that they should 
be given a voice in planning the pro- 
gram. 


U. S. Life Retains Publicity Firm 


United States Life has retained John 
Mather Lupton Co., New York City, to 
handle its publicity. The firm has han- 
dled U. S. Life’s advertising since 1949. 





<The 
COMMONWEALTH 


Commentary 


UNREALIZED 


ASSETS 


Few businesses in America today possess a greater unrealized 
public relations potential than the life insurance business. 


Unlike American industry in general, the insurance business 
manufactures no products. From our production lines come 
no cars, airplanes, refrigerators, radios or other modern con- 
veniences upon which so many other businesses build their 
reputation for quality and performance. 


The “products” we sell are intangible — security, protection, 
peace of mind. Upon the production of our product we have 
set the highest standards of integrity. 


The better we tell our story to the public, the more they know 
about life insurance, the more public acceptance we wilk have. 
For what the public understands, it likes, and public liking 
is an asset beyond all calculation. 


MORE THAN A HALF BILLION DOLLARS 
INSURANCE IN FORCE 


iid ‘nit 
Bas 23 iy 
~ 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 





Counsel Federation | 
Reelects Appleman | 


Federation of Insurance Counsel 
its annual meeting last week at Chicag, 
reelected John A. Appleman, Urb 


The members voted to hold the 19% 


sales 5 
Panel f 


Ill., president, and Charles T. Robj 1 
of Chicago as executive vice-presiden ee in 


meeting at Chicago Aug 25-27. 
Other officers elected were: ‘Secretar! 
treasurer, William W. Mitchell, Men. 
phis, and vice-presidents, John Hun 
Indianapolis; Major Bell, eaumont! 
Tex.; Henry Gallagher, Mankato, Minn: 
William Prickett, Wilmington, De! 
Cody Fowler, Tampa, Fla. (president 9} 
American Bar Assn.); Gordon Forbes) 
Regina, Sask. George H. Tyne of Nash. 
ville remains as chairman of the boar 
of governors and the new members ¢ 
the board are William Mooney, Omaha: 
Dwight Campbell, Aberdeen, S. D., anj 
Clel Georgetta, Reno, Nev. 


Administrative Staff Enlarged 


E, J. Dirksen, assistant Illinois dire.’ 
tor, spoke at the opening session anj 
said that eight attorneys have been em. 
ployed by the Illinois department tp 
assist in administration of insurance 
laws. Mr. Dirksen who appeared in th 
place of Director J. Edward Day adde 
that there are more than 100,000 agent 
and more than 1,150 companies operat. 
ing in the state. The department js 
compiling new rules and_ regulations 
which will be filed by July 1, 1952, ang 
under which both the companies, agents 
and the department staff will operate. 

Paul A. Pfister, Indiana deputy conm- 
missioner, outlined the work of the} 
Indiana department, and took up the in-| 
surance companies’ cause on the ques-| 
tion of taxation, saying that the original! 
intent of the legislators in setting upa 
privilege tax for insurance companies to 
operate within the states was to obtain 
sufficient money for the supervision of 
the companies and not as a charge to be 
used in the general fund. Citing Indi- 
ana figures, he said that the cost of oper- 
ating the department for the last fiscal 
year was $120,000, and that $5,880,000 in 
excess of that was collected. 


Should Request Reduction 


“T suggest that thought be given by 
the persons charged with the manage- 
ment of insurance companies,” Mr. 
Pfister added, “asking that they be re- 
quired to pay only a sum of money in 
each of the states that is necessary for 
the supervision of the insurance busi- 
ness, and that companies be not required 
to charge the policyholder sums of 
money to be used for general tax pur- 
poses. Then it may be that insurance 
companies can make a greater contri- 
bution in taxes to our federal govern- 
ment for rearmament and other needs.” 

A third department was represented 
in the person of Commissioner Joseph 





A. Navarre of Michigan, who was ac-' 


companied by Mrs. Navarre. : 

Other talks at the meeting were given 
by William E. Mooney, general counsel 
of Woodmen of the World Life, on 
“Appeal and Review Procedures in Fra- 
ternal Organizations;” Bert E._ Stru- 
binger, St. Louis, on “Unmasking 
Fraudulent Claimants and Malingerers. 
and Gregory Brunk, general counsel 0! 
Homesteaders Life, on “Life Insurance 
in Estate Planning.” 


Honor Bixby on Birthday 


The largest number of applications 
and the biggest volume ever was SU 
mitted in Kansas City Life’s traditional 
observance of its president’s birthday. 
The number of apps submitted in honot 
of W. E. Bixby was 709, and the vol- 
ume $3,344,345 for the single day. 

August of each year is set aside a 
President’s Birthday Month. 





Wichita managers will hold thet 
opening fall meeting Oct. 1. President 
H. W. Schenke, New York Life, has 
announced a series of. round-table dis 
cussions on agency training. 
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Nb Additional Speakers Listed 
» Vem. 
1 Hum! for Other Sessions at 


Caumont! . 
on Minn} Los Angeles Convention 
sident of . : 
Forbes) The national sales seminar, so widely 
o Nash acclaimed at the last five conventions of 


ne : i 
nb National Assn. of Life Underwriters, 


Omaha! will again be featured at the Los An- 
"y and) geles convention. Scheduled for Thurs- 
| day morning, Sept. 20, it will spotlight 
| five of the country’s topflight insurance 
salesmen and marketing experts. 
David B. Fluegelman, Northwestern 
Mutual, New York, N.A.L.U. secre- 
tary, will preside. Participants will be 
Hal L. Nutt, director of the Purdue 
course, on “Managing Your Confu- 
sion;” Lillian L. Joseph, Home Life, 
New York City, “The Little Woman 
Makes Big News;” Arthur S. Soll, John 
Hancock, Los Angeles, “The Man on 
| the Debit Looks Realistically at Ordi- 
nary;” Lewis T. Stearn, Northwestern 
Mutual, Minneapolis, ‘“Prospecting—lIt 
Affects Our Daily Work,” and GC. BE. 
O’Quinn, agent Aetna Life, Laurel, 
the in. Miss. “A Life Insurance Career. 
e ques) . Lhe national sales seminar has been 
origingl| the best attended session of N.A.L.U. 
. conventions ever since it was inaugu- 
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obtain} Managers to Hear NPA Official 

sio : 7 

e ‘ al Lewis A. Weiss, director of the office 
x Indi.) of civilian requirements of the National 


f oper-| Production Authority, will be the fea- 
t fiscal) tured speaker at the luncheon of the 
1,000 in} general agents and managers Sept. 20. 
He was chairman of Mutual Broadcast- 
ing Co. 1947-1950, president of Don 
Lee Broadcasting System 1943-1950 and 
served aS Maiagement adviser to 
Hughes Aircraft Co, . ; 

William C. Mullendore, president of 


Mr. ; : : ‘Ate 

Southern California Edison Co., Log An 
be te geles, who is a trustee of Mutual Life, 
ney I} Will speak on “The Fight for Freedom 


on the American College Hour Sept. 21. 


Be: julian S. Myrick, chairman of American 
ns off College, will preside. i 
© pur Lester O. Schriver, Aetna Life, 
rrance} Peoria, Ill., past president of N.A.L.U., 
‘ontr:| Will be the main speaker at the fellow- 
wvern-| ship luncheon Sept. 21, which will con- 
eeds,”| Clude the convention. 

ented naar’ 

osph’ Asks Damages in Sale of 

Ss ac 


| Nebraska Nat'l Life Stock 


gai; . Clarence Linch has filed a $50,000 
» on| damage suit in the district court at Lin- 


Fra-| coln, Neb., against B. R. Bays, former 


president of Nebraska National Life, on 


my the grounds that Mr. Bays violated a 
ers} Provision within the artitles of incor- 
el of| POration of the company which said that 
-ance} 20 stock may be sold without the con- 
sent of two other incorporators of the 
rm. 
The suit alleges that Mr. Linch, Mr. 
Bays, and L. D. Mengl, secretary-treas- 
; urer of the company, agreed to articles 
pore of incorporation in which there was a 
= aij statement which said that, no stock o 
ona} any member would be sold without the 
day} consent of the two other men. In 1949 
pee Mr. Linch bought 1,000 shares of stock 
vor! in the company from Mr. Bays for 
$12,500 and was eventually issued a 
e 1 stock certificate, the suit said. 
Then, Mr. Linch alleges, on July 23, 
. | 1951, Mr. Bays sold 1,000 shates of stock 
het | for $30,000 to L. H. Engstrom, Mr. 
dent inch claims this stock sold was his. 
= Mr. Engstrom was recently an- 


nounced as president of the company 
after having bought out a controlling 
interest of the stock. 





Illinois Groups 
Convene Oct. 26-27 


Meetings of Illinois State Assn. of 
Life Underwriters, and the Illinois 
Round Table plus the annual sales con- 
gress of the Peoria association are set 
for Oct. 26-27 at the Hotel Pere Mar- 
quette in Peoria. The Illinois state mid- 
year will be held the morning of Oct. 
26. The annual meeting of the Illinois 
Round Table and a general agents and 
managers conference will convene in the 
afternoon. The annual fellowship din- 
ner is sponsored in the evening by the 
Peoria and Illinois associations. 

Saturday, Oct. 27, will be given over 
to the sales congress. General chair- 
man this year is Louis Varnado, ordi- 
nary manager for Prudential. 


Bullard Heads New Insurer 


Cleo H. Bullard is president of the 
newly formed Life Insurance Corpora- 
tion of America at Salt Lake City. M. 
L. Hagellen, former home office coordi- 
nator for Western American of Reno, 
has been named regional director of life 
sales for the company. Aaron G. Hale 
has been appointed regional supervisor 
of the A. & H. division. He had been 
with Western American at one time and 
most recently was district manager for 
Great Mutual Life. 





Acacia Raises Vaughn 


Merrill W. Vaughn has been pro- 
moted to associate manager for Acacia 
Mutual at Washington, D. C. 

Mr. Vaughn joined the company at 
the home office in 1935. After seven 
years he was made cashier of the Dis- 
trict of Columbia branch and in 1944 
entered personal production. 


Philip R. Piper of the Ralph H. Love 
agency at Hartford led all Connecticut 
Mutual Life agents countrywide in num- 
ber of policies written during July. 


Cleveland Hottest 
Sales City So Far 


The L.I.A.M.A. thermometer shows 
the ordinary life insurance sales climate 
at Cleveland was best in the land for 
the month of July and for the first seven 
months. Cleveland showed a rate in- 
crease of 17% during July and led the 
larger cities for the seven months with 
a gain of 19%. Chicago and St. Louis 
were second during July with gains of 
16%. The standings of the large cities, 
with the July increase shown first, were: 

Boston —8, 7; Chicago 16, 18; Cleve- 
land 17, 19; Detroit 12, 15; Los Angeles 
—1, 9; New York City 11, 10; Philadel- 
phia 7, 12; St. Louis 16, 7. 

New Hampshire led among the states 
in ordinary increase for the first seven 
months with a 20% improvement. Ari- 
zona was in second place with a 15% 
rise. New Hampshire also led in in- 
crease in ordinary sales in July with 
a 17% gain, followed by New Jersey, 
15% and Michigan, 14%. 





Jaqua to Speak at St. Paul 


A. R. Jaqua, director of the Southern 
Methodist course, will speak on life in- 
surance and social security at a finance 
forum to be conducted Sept. 17-18 by 
First National Bank and First Trust 
Co. of St. Paul. It is open to women and 
business and professional men. 





Radio Transcripts Available 


Transcriptions of the original “The 
People Act” radio series, broadcast last 
winter over NBC, are now available on 
a free loan basis. This is the series 
sponsored by Twentieth Century Fund, 
non-profit scientific research foundation. 
These recordings are available through 
the federal radio education committee of 
the U. S. office of education. They are 
accompanied by a teaching and discus- 
sion guide. 








Take a 


cause he does a better job. 


yet, the beneficiary. 





e As vacations always prove, almost everyone today 
carries a camera to make a record of faces and places 
familiar or strange. Some of the amateur photographers 
go at the hobby very seriously, expend much money and 
time and effort in trying to make photographs. 
inner circle of the great camera clubs, members divide 
photographs into two kinds—record shots and pictorial 
photographs. They recognize that there are many ama- 
teur photographers who are camera engineers at heart, 
men and women who don’t care particularly about pic- 
tures but thoroughly enjoy operating the complicated 
precision instruments which are the cameras and gadgets. 


In life insurance there is need for technicians, and 
probably a need for curbstone actuaries as well as under- 
i writers who are primarily fascinated by the human in- 
terest in the business. This carries on into the argument 
as to whether selling is an art or a science. Likely it 
is both, but in any case a happy combination makes a 
better underwriter, one who makes a better living be- 


The ultimate consumer is not the underwriter making 
a production record but the policyowner—or, better 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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Mutual Life Holds 


National Rally at 
Houston Sept. 5-8 


Mutual Life will hold a national busi- 
ness and educational conference at 
Houston Sept. 5-8. 

Nearly 600 field men, members of the 
Top and National Field Clubs, will 
meet with home office officials for dis- 
cussions of company operations and new 
plans for providing increased service 
to policyholders and the public. 

The company’s “field underwriter of 
the year” will be named during the con- 
ference. 





About Illegal Practice 
of Law, Says Attorney 


The fear that lawyers as a class are 
too much concerned about illegal en- 
croachments on their profession in the 
field of estate planning and not enough 
concerned about their own competence 
was expressed by Gregory Brunk, Des 
Moines attorney, at the annual meeting 
of the Federation of Insurance Counsel 
at Chicago. 

In mentioning the Bercu, Stock Yards 
Bank, Altani, Clark, Gardner cases, 
which involved illegal practice of law, 
Mr. Brunk said that it should not be 
forgotten that these and all other such 
cases are commenced by lawyers, prose- 
cuted by lawyers and tried and decided 
by lawyers. 


Hard to Judge Own Rights 


“T am fearful that no man is quite a 
fair judge of his own rights and liabili- 
ties,’ Mr. Brunk remarked. “I am sure 
that non-lawyers are skeptical. And 
lawyers, as well as doctors, do have 
public relations problems.” 

Mr. Brunk paid tribute to local estate 
planning councils as a means of bring- 
ing about better teamwork among life 
insurance agents, lawyers, and’ account- 
ants. He said that while many writers 
say that the lawyers should be captain 
of the team, it isn’t for the lawyer to 
decide who shall be captain. He sug- 
gested that perhaps the man whose es- 
tate is being planned should make the 
selection. Perhaps the client prefers to 
be captain himself. Perhaps he doesn’t 
want a captain at all but just a co- 
operative enterprise where each man 
submits his ideas and suggestions until 
what the Quakers call the “sense of the 
meeting” develops and then each does 
his role in making the “sense of the 
meeting” effective. 


N.Y. A.&H. Advisory Board 
to Meet Sept. 13 


The advisory board on A. & H. in- 
surance examinations for New York 
state will hold its fall meeting Sept. 
13 in New York City. J. F. Follman, 
Jr., general manager of the Bureau of 
A. & H. Underwriters is chairman of 
the board. The meeting will take place 
in the bureau’s offices. 

Election of officers will also take 
place. John Lydon of Ocean Accident 
is vice-chairman of the board. Deputy 
Superintendent Walter F. Brooks repre- 
sents the New York department. 





Senate Group Accepts 
614% Life Company Tax 


WASHINGTON—The Senate 
finance committee voted “tenta- 
tively” to accept for one year the 
614% life insurance company in- 
come tax formula proposed by 
most life companies, as a substi- 
tute for the stop-gap formula pro- 
vided in the House revenue bill 

If the Senate approves its com- 
mittee’s action. the life insurance 
company income taxation prob- 
lem will be referred to a joint 
conference committee. 
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N. Y. Life Group 
Policies Perfected 


New York Life has established the 
basic structure of its group insurance 
coverage. Group life, including selected 
creditor groups is written for amounts 
between $1,000 and $20,000 per life de- 
pending upon the total volume in force 
tor the plan. Accidental death and dis- 
memberment is written for $1,000 to 
$10,000, deperding on the total amount 
of group life. 

Loss of time indemnity for accident 
or sickness has as the maximum amount 
two-thirds of weekly earnings but not 
more than $63 a week. Payments start 
on the first day for accident and eighth 
day for sickness for limits of 13 to 26 
weeks. 

The usual plan of hospital expense 
is $8 per day maximum for 35 days 
and ten times the benefit or $80 for 
special charges. This provides 35 days 
coverage for the usual 31 day rate. 

A surgical expense benefit may be 
based on $150 or $200 schedule and 
from 80% to 150% of basic schedules 
may be written. The coverage may in- 
clude dependents. The medical expense 
benefits plan provides $5 for doctor’s 
visit in home and hosiptal and $3 for 
an office visit. Benefits begin with the 
first visit for accident and fourth visit 
for sickness. 

The company also offers polio ex- 
pense insurance for both employes and 
dependents. Diagnostic x-ray and lab- 
oratory expense is available. There is 
a supplementary accident and medical 
expense benefit that can be added up 
to a limit of $300. 





Has New Group Sales Aid 


A new sales kit for group cases of 
10 or more lives has been issued by 





Seven members of the Massachusetts Mutu 
actuarial examinations are pictured above with Louis Levinson, actuary, and William 
R. Christmas, group actuary. Two members of the group, Walter L. Grace, assistant 
group actuary, and Allen W. Eldred, became fellows in the Society of Actuaries. Shown 
above are, front row, from left: Mr. Christmas, Mr. Levinson, and Mr. Grace; back row: 
Norman Peacor, Mr. Eldred, Raymond F. Houseman, Irving S. Wolfson, James Haw- 
thorne and James Anderson. 


al Life home office staff who recently passed 








Occidental Life of California. The kit, 
which will slip into a coat pocket, in- 
cludes a “know-how” manual for agents 
and brokers, sales presentation folders 
for both employer and employe, applica- 
tion forms and pads of enrollment and 
beneficiary forms. 


Weather Star Year Old 


Mutual Life’s weather star now has 
been in operation one year. It is as 
accurate as the U. S. weather bureau’s 
official forecasts and was 85 to 87% 
accurate in predicting weather condi- 





tions this past year in metropolitan 
New York. 

Taking a calculated risk that the 
weather would not be freakish, Mutual 
Life removed all white bulbs, which 
forecast snow, and added more orange 
and green lights to increase the bril- 
liance of the colors. 


Chicago C.L.U. Study Dates Set 


The C.L.U. review courses at the Chi- 
cago campus of Northwestern University 
will begin Sept. 24. A course on practical 
sales techniques begins Sept. 27. Howard 
E. Clarke is the instructor. 


Ss 
Navarre, Forbes Honored 


at Banquet at Detroit 


DETROIT — Commissioner Nayay 
of Michigan and his predecessor, Day; 
A. Forbes, were honored at a bangy 
given here by Michigan Affiliated }, 
surance Interests with about 160 y 
attendance. 

Joseph E. ‘Reault of Maccabees 
former deputy commissioner, was chai 
man of the arrangements committs 
and presided at the banquet. John Pal 
chuk, vice-president and general Couns 
of Federal Life & Casualty, who acid 
as legal adviser to the department whe 
he was assistant attorney gene 
served as toastmaster and reviewed tif 
relation of the business and the coq 
missioners in the past. He paid trib 
to the high standard of superyisj 
maintained in Michigan over the y 

Both the incoming and outgoing u 
partment heads spoke briefly and bog 
were accorded enthusiastic ovatiog; 
E. A. Warnica of Standard Accidey 
was chairman of the sponsoring grow, 

Among the special guests was the on} 
other living former commissione! 
Charles E. Gauss of Marshall. : 








Sponsor Insurance Float 


Ten Hartford insurers are sponsoriy 
an insurance float for the Cigar Harve: 
Festival at Hartford ‘Sept. 11. 

The committee in charge of the flo) 
includes John. Ashmead, Phoenix Fire 
William Barber, Connecticut Mutu 
Life; Eric Franzen, Phoenix Mp 
tual Life, and William S. Vanderbit, 
Hartford Fire. 


Cyril F. Grein, former Detroit gen. 
eral agent for Union Mutual Life, who 
was accused last March of embezzlix 
$18,000, waived examination and wa 
bound over for trial. Shortages were dis- 
covered in a routine check of Mr. 
Grein’s books. 
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t 

er Najbarrett Secretary 


a it of Metropolitan 


William J. Barrett has been appointed 
secretary of the Metropolitan Life. 
He succeeds the late James Herman. 
Mr. Barrett has been third vice-presi- 
dent in charge of the publication divi- 
sion, which assignment will be included 
among the duties of his new office. He 
formerly was in charge of the pol- 

icyholders’ service bureau of the group 
y. Senerd} insurance division, in direct contact with 
viewed thé important Metropolitan group-insured 
the com ¢rms, As an outgrowth of this, he has 
aid tributg gained wide recognition as an authority 
UPervisiog jp management fields, especially in mat- 
the yean! ters relating to the industrial relations 
tgoing ; aspects of employer-employe group in- 


accabees, 
Was chai 
comm} 
John Pe 
Tal coun 
who act 
ment Ww E 





an surance coverage. His services have 
Ovation} heen loaned by Metropolitan at 
Accider} yarious times to the government in im- 

'& Stoup| portant industrial and defense posts. 
'S the onl!” He graduated from Massachusetts 
missioner’ Institute of Technology and did grad- 
uate work at the business school of Uni- 
versity of Pennsylvania. He started with 


Dat Metropolitan in 1923 as a staff member 
. | of the policyholders service bureau, and 
Ponsoring was made manager of that bureau in 


r Harves 1933. He was appointed assistant sec- 

retary in 1942, assistant vice-president 
ine Bat in 1944, and third vice-president in 1947. 
ite; 


inn! New Setup at Chattanooga 


anderbilt! Continental Assurance has appointed 
the Stanley Lachman Co. which 
operates a general insurance agency at 
Chattanooga, as general agent. 
Life department operations will be 
under the direction of James C. Cald- 
well, who has just joined the agency. 

Mr. Caldwell, former district agent 
of Connecticut Mutual, has been an out- 
standing Chattanooga producer for five 
ee years. 


|New Family Security Policy 
! A new family security policy written 
down to as low an expiry period as six 
years from date of purchase to as high 
an expiry age as 75 has been an- 
nounced by Manhattan Life. Issue ages 
are 20 to 64 inclusive, and the policy 
is convertible, without medical examina- 
tion, for the then commuted value, into 
any form of policy except term before 
the insured is 65, nearest birthday. 
The waiver of premium total per- 
manent disability benefit, effective to 
age 60, is included without specific extra 
charge. 


Names Kunkel, Parker 


Republic National Life has appointed 

Roy M. Kunkel manager at Abilene, 
Tex., and Charles G. Parker, manager 
at Quincy, IIl. 
_ Mr. Kunkel has 14 years’ experience 
yin life insurance, most recently as as- 
sistant manager of New York Life at 
Duncan, Okla. Mr. Parker is president 
of Quincy Life Underwriters Assn. 





roit gen- 
slfe, who 
\bezzling| 
and = wasi 
vere dis- 
of Mr. 








Travelers Advances Maher 


Stuart A. Maher has been appointed 
assistant secretary of the group depart- 
ment of Travelers. He joined the com- 
pany in 1939 in the group field service 
division and has served in the field at 
New York City, Toledo and Milwaukee. 
He joined the home office staff in 1946 
as an underwriter and was subsequently 
Promoted to chief underwriter. He 
served in the navy during the war. 


Luncheon Introduces Kloter 


Massachusetts Mutual gave a lunch- 
ton at Hartford to introduce Winfred A. 
Kloter, new general agent there. He suc- 
ceeded Kenneth W. Perry, now director 
of agencies. The home office was repre- 
sented by Mr. Perry, Frank L. Meeske, 
superintendent of agencies, and 

awrence H. Shoughrue, assistant 
agency secretary. 


Robert L. George, who has been 
chairman of the business and economics 
department of the College of the 


Ozarks, Clarksville, Ark., is spending 











four weeks at the home of Kansas City 
Life on a fellowship in the college-busi- 
ness exchange program of Foundation 
for Economic Education. He just has 
completed a summer course in insurance 
at University of Colorado, and will be- 
gin a half-time teaching fellowship in 
September at University of Arkansas. 





Mrs. Merle H. Lucas is completing 30 
years’ service as cashier of the Mal- 
colm L. Williams agency of Guardian 
Life at Portland, Ore. Mrs. Lucas was 
presented a service award by James A 
McLain, president, who has been mak- 
ing an extended tour of west coast 
agencies 


Retail Credit Opens New 
Offices in Wash., Mass. 


Retail Credit Co., has opened new 
offices at Tacoma, Wash., and Brockton, 
Mass. 

M. L. Olson, who has been with the 
firm for 11 years, most recently as man- 
ager at Butte, has been appointed man- 
ager at Tacoma. 

‘R. B. Morrison, who has been assist- 
ant manager at Boston and has been 
with Retail Credit for 22 years, is in 
charge at Brockton. 





Campbell & Demarest agency of Man- 


hattan Life in New York has appointed 
Younger Alexander brokerage super- 
visor. Before going to New York sev- 
eral years ago to join the life depart- 
ment of Flynn, Harrison & Conroy, 
brokers, he was an agent of Common- 
wealth Life at Louisville. 





Prudential has named Earl C. Feld- 
haus regional supervisor at Cleveland. 





New business of Equitable of Wash- 
ington, D. C. for the first six months was 
$14,077,644, as against $16,725,350 for the 
corresponding period of 1950. The total 
increase in insurance in force was $5,- 
216,263, compared with $12,170,978. 


























_ Stepping Along! 
And why not? He consistently re- 
ceives generous Bonuses for produc- 


tion and persistency plus liberal com- 


missions from— 


Benbers 
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Insurance Company, Montclair, N. J. 


RALPH R. LOUNSBURY, President 
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Davis Elected 


Miss. Commissioner 


JACKSON, MISS. — Walter Dell 
Davis was elected insurance commis- 
sioner of Mississippi in the Democratic 
runoff primary on Tuesday. He received 
better than 207,000 votes as against 150,- 
000 for Isham Beard, retired field man 
for Aetna Fire. 

Mr. Davis is a warm friend of Jesse 
White, the present commissioner, who 
declined to run for reelection. The new 
commissioner takes over on Jan. 26. 

Mr. Davis is a graduate of the Uni- 
versity of Mississippi and its law school. 
He had been chairman of the state work- 
men’s compensation commission from 
its establishment in 1948 until his recent 
resignation. 

Mr. Davis was in the lower house 
of the legislature from 1936-40. He has 
been in the private practice of law at 
Jackson. 


Jenkins to Pan-American 


Pan-American has appointed J. E. 
Jenkins as general agent at Mont- 





gomery, Ala. Following army service he 
joined Mutual Life in 1946 and became 
assistant manager at Montgomery in 
1948. He is president of the Montgomery 
American Legion post. Mr. Jenkins is a 
graduate of Alabama Polytechnic school 
and expects to receive his law degree 
from Jones School at Montgomery this 
year. 





Quarles Resigns K.C. Post 


Sam P. Quarles, general agent at 
Kansas City for Provident Mutual 
since 1938, has resigned effective Sept. 
29. He joined the company in 1930, after 
graduating from University of Michi- 
gan, where he majored in actuarial 
mathematics. He is president of the 
Kansas City Life Underwriters Assn. 
and past president of the managers’ 
association. He is an air force veteran. 





Not THE Detroit Mutual 


Use of the words “Detroit Mutual’’ in 
a headline over an item dealing with a 
temporary receivership for the Western 
Union Mutual of Detroit led some head- 
line-scanners to think the company in- 
volved was Detroit Mutual Ins. Co., 


which was of course not the case. De- 
troit Mutual just celebrated its 10th an- 
Nniversary at a party attended by some 
360 agents and their wives and home 
office employes. R. E. Larimer, presi- 
dent, spoke on the rapid growth of 
the company. 


Guardian Fills Posts 
at Albany, Providence 


Guardian Life has appointed Charles 
B. Norton manager at Albany and 
Dandridge M. Gray manager at Prov- 
idence. Mr. Norton was in railroad legal 
work after naval service. He entered 
the insurance business in New York 
City in 1947, and has been with Equi- 
table of Iowa. 

Mr. Gray joined Connecticut Mutual 
at New York in 1946 after service in 
the navy. 








Mich. Conference Speakers 


Speakers for the Michigan area con- 
ference sponsored by the general agents 
and managers committee of the National 
Assn. of Life Underwriters to be held 
Sept. 13 at Michigan State College, East 
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Lansing, will include Donald Phillip, 
of the college’s faculty, who will Jes 
a discussion on recruiting; Daniel Kay! 
man, Northwestern Mutual, Chicago 
Hal Nutt, director of the Purdue cours! 
Paul French, New York Life, Detroy 
and E. J. Moorhead, executive vig. 
president of U.S. Life. R. W. Emerso, 
Northwestern Mutual, Kalamazoo, pry 
gram chairman, will preside in the mor. 
ing and Harry Altic, president Detroj 
Life Underwriters Assn., will condyg 
the afternoon session. i 


New N.Y. Group Office 


John Hancock will open a group of. 
fice at 110 East 42nd street, New Yor! 
City, Sept. 1. ’ 

Manager will be William J. Persch, | 

The new office is in addition to th’ 
Hancock group office at 225 Broadway, 
which continues under the management 
of Thomas F. Sullivan. 


Chittick to Conn. Mutual 


Ralph J. Chittick has joined the homey 
office staff of Connecticut Mutual and 
will assist E. A. ‘Starr, superintendent 
of agencies, in the development of en. 
ploye insurance plans, business insur. 
ance and estate planning. Mr. Chittick 
has a broad background in law and ac. 
counting and a wide knowledge 6 
federal and state income tax and in 
heritance laws. For the past four years 
he has been a judge in Panama. He re. 
ceived his law degree from University’ 
of Nebraska. After starting in private 
practice in 1936, he entered the trust 
department of a Minneapolis bank. He 
has also worked in the credit and man.. 
agement fields. 


DR. CHARLES P. CLARK, 72, re. 
tired medical director of Mutual Bene. 
fit Life, died of a heart attack at his 
home in Summit, N. J. He had been 
in ill health for several years. 

Dr. Clark retired in 1947 after many 
years service. He was an outstanding 
figure in insurance medicine. The Clark- | 
Ungerleider table for measurement of! 
heart size from chest x-rays, of which 
he was co-developer, was used during 
the second war by the army, navy and 
air forces, and in medical schools, hos- 
pitals and insurance companies in this 
country and Europe Through a study 
of the relationship between build meas- 
urements and weights, Dr. Clark de 
veloped a table which enables an agent 
to detect inaccuracies in weight. Among 
his other contributions were the Kings- 
bury-Clark test for albumin, and the 
Clark lamp, widely used for diagnostic 
purposes. He joined Mutual Benefit as 
an examiner at Chicago and went to the 
home office as assistant medical di 
rector in 1916. He was named medical 
director 12 years later. 
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New business of Penn Mutual Life for 
the first six months totaled $137,953,853, 
compared with $128,991,361 for the com- 
parable period last year. Increase in? 
insurance in force was $65,606,473, as 
against $63,921,324. 


Production of Security Mutual Life of 
Lincoln for July was $1,431,000. 








TRAINING 
DIRECTOR 


An old line life company has 
a top position in their home 
for 


office an experienced 


training director. Salary 


open. 


FERGASON PERSONNEL 
330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 
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List Topics for Society of Actuaries 


(CONTINUED FROM PAGE 1) 








what is the most effective means of 
dealing with the problem? 

D. To what extent have companies 
been increasing the minimum amounts 
for regular and special policies, and 
what difficulties have been encountered 
in taking such steps? Is it becoming im- 
practical to sell $1,000 policies on the 
same rate basis as those for consider- 
ably larger amounts? How are agency 
costs and agents’ compensation af- 
fected by minimum amount restrictions? 


Group Coverage 


A. What levels of contingency re- 
serves are appropriate for various types 
of group coverages, and in what man- 
ner should these reserves be set aside? 
Should group contingency reserves 
form part of the policy reserves, or 
should they be carried as an explicit 
item in the annual statement? 

B. In the event of the pooling of war 
risk on group life coverage, to what ex- 
tent would pool assessments fall upon 
employers through modification of divi- 
dends and re-ratings? Would such as- 
sessments be within the limits of the 
contingency charges implicit in the op- 
eration of group life coverage? 

C. Has the changed investment situ- 
ation affected interest assumptions for 
group annuities and self-administered 
pension plans? 

D. How are companies handling the 
income, disbursements and liabilities un- 
der deposit administration group annu- 


' ity plans in their annual statements? 
' Should the policy exhibits include, 


in 
the number of certificates outstanding, 
the employes for whom annuities have 
not yet been purchased? If so, what an- 
nual income should be assigned to the 
annuities for such employes? 

E. What arrangements are being 
made under group annuity contracts for 
handling payments under permanent 
total disability provisions of pension 
plans? 

F. If it were desired to make indi- 
vidual policies available on termination 
of employment for the conversion of 
group hospital or other group accident 
and sickness coverages, what would be 
the principal problems to be faced, and 
how could they best be solved? 


Social Security 


A. As a consequence of the legisla- 
tive enactments in 1950, what changes 
have occurred in the current beneficiary 
population and benefit levels under the 
0.A.S.I. program and under the O.A.A. 








a BIG step in the 
right direction . . . 


$108,190,301.00 


Life Insurance in Force June 30, 1951! 


is the foundation upon 
which we are now building 


build your future with 


this progressive company 


MISSOURI INSURANCE COMPANY 


Home Office St. Louis, Missouri 


All forms of Ordinary Life, Weekly Pre- 
mium Life, Hospitalization, Health and 
Accident, and Credit Life Insurance. 


Established 1907 


























program? Are any special problems be- 
ing encountered in the extension of 
O.A.S.I. contributions to newly cov- 
ered groups? 

B. In bringing life insurance agents 
under O.A.S.I. coverage, what difficul- 
ties have arisen in determining the cov- 
ered classes and the taxable earnings 
applicable thereto? 

C. As a consequence of the recent 
changes in O.A.S.I. coverage and ben- 
efits, what modifications have occurred 


in (1) agents’ pension plans and (2) va- 
rious types of pension plans in general? 

D. hat new cash disability benefits 
programs and other social security 
measures are in prospect in the imme- 
diate future? 

E. What is the prospective impact of 
the proposed Canadian old age pension 
program upon employer retirement 
plans and upon life insurance and other 
savings media? 

F. What problems have arisen under 
the British Columbia hospitalization pro- 
gram, and what implications may this 
situation have in connection with health 
insurance measures generally? 


Canada Ordinary Sales at 
New High for 7 Months 


Ordinary life sales in Canada during 
the first seven months of the year 
reached a new high, totaling $894,800,- 
000, a gain of 18% over the same period 
in 1950. 

Ordinary sales for July were $133,- 
700,000, the second highest total for any 
one month. The figure for July, 1950, 
was $117 million. 

In July there also was written $14,- 
800,000 of industrial life and $4,000,- 
000 of group. 
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Grass is always supposed to be greener in the next pasture. That’s why they 


have fences for cows. And that, too, is why there are globe-trotters, and 


divorce courts, and dissatisfied life insurance salesmen. 


But Franklin representatives don’t bother looking over fences with that 


daydreaming light in their eyes. They know that the grass is greenest right 


where they are. . 


the insurance industry. 


. because they are among the highest paid underwriters in 


So if you are suffering from wallet-anemia, and have developed a roving 


eye for the fields beyond the fence, take a look at a Franklin Agency contract. 


It assures contentment, with an ample supply of “long green.” 


An agent cannot long travel at a faster gait than the company he represents. 








Lhe Friendly 
FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER; PRESIDENT 
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The Agent as Home Town Economist 


To the life insurance agent’s many 
roles, salesman, counselor, family budget 
consultant, estate and tax adviser, there 
has been added the part of home town 
economist. Save during the great de- 
pression, there is probably no other pe- 
riod in history when the average man is 
as conscious of the problems of the 
economy in which he lives. Such terms 
as the “inflationary spiral,’ the “cheap 
dollar,” the “HCL,” form the basis of 
much of the conversation over the back 
fence and in the parlor. Price sup- 
ports, wage and price controls, rent con- 
trols and credit regulations affect every 
citizen. The people in each community 
naturally look for information from 
those of their number with insight into 
problems of the economy. They fre- 
quently turn to the life insurance man 
for this insight. 

For example, we know of a church 
where a forum was being planned on 
economic problems and a _ prominent 
local life insurance agent was the choice 
for chairman of the meeting. In an- 
other case the local chamber of com- 
merce was casting about for a local 
speaker on economics and picked a life 
insurance man to do the job. 

It is only natural that the life insur- 
ance man should find himself in the role 
of economic adviser. In many commu- 


nities he is the most direct representa- 
tive of a company of real importance 
in the national economy. Of course, 
local bankers and others are engaged in 
financial pursuits, but they seldom have 
connections outside their own commu- 
nities. The man representing a life in- 
surance company is that company and 
that business in his home town. His 
opinion carries weight and he is ex- 
pected to be at least something of an 
authority on economics. The prestige 
of the agent as an economist has been 
enhanced by the advertising of Institute 
of Life Insurance and by the advertis- 
ing of the individual companies which 
emphasize the agent’s role as an eco- 
nomic counselor and fighter against 
inflation. 

The C.L.U. program and some of the 
company educational programs have 
done much to prepare the agent for his 
logical role as grass-roots economist. 
The day has passed when the agent 
needed to know nothing beyond his rate 
book. Today he is called upon to dis- 
course with facility upon the complex 
economic background of American econ- 
omy. He strives to equip himself for 
the job. In this way, as a useful citizen 
of the community he becomes even more 
useful and brings respect to himself and 
to his business. 


Pension Plans and Untimely Retirement 


One of the injustices that has accom- 
panied the spread of pensions has been 
their influence in fostering the idea 
of compulsory retirement. And inside the 
business reflection of the problems of 
national scope tied in with compulsory 
retirement is a situation that often arises 
in general agency companies. 

The compulsory retirement at 65 sys- 
tem used in many companies is effective 
but arbitrary and often unjust and 
harmful. The man who begins to slide 
much earlier in life is allowed to hang 
on until the fixed retirement date. Men 
still holding a top-notch job at 65 are 
forced into retirement so that the home 
office can abide by the rules and “avoid 
making exceptions.” Sometimes the com- 
pany is prevented from holding the good 
men who want to stay because it fears 
that the less able ones it wants to re- 
tire will complain of favoritism. On 
occasion agency vice-presidents use “the 
pension plan” as a shield to avoid hurt- 
ing someone’s feelings or to help him 
“save face.’ By over-emphasizing and 
misinterpreting harmony in the ranks, 


the complaints of less successful general 
agents have forced many a_ highly 
capable general agent into retirement 
against his inclination. 

At what age should a general agent 
step down in favor of a younger man? 
When should he be asked to retire if 
he doesn’t volunteer? 

The simple answer for young or old 
is that a man should quit when he is 
no longer able to perform as well as he 
should. This doesn’t mean no longer 
able to do every job as well as he did 
when he was younger. There is always 
a natural deterioration along some lines. 
But when are the things he brings to 
his job by virtue of his experience over- 
come by declining agency production, 
loss of manpower and other signs of 
agency weakness? 

Aside from the occasional variation 
of retirement timing because there is no 
replacement available, and not forget- 
ting that everyone has a right to retire 
whenever he personally feels he wants to 
and can, there is a need for experimen- 
tation to develop an improvement for 


the compulsory retirement system. A 
series of quality factors weighted with 
good judgment and human relations 
would be a much better test than a 
birthday. 


Manpower shortages threaten. The 


older men in the business are increas. 
ingly important. Neither individuals nor 
companies can afford to be victimized 
by pension regulations that cut pro. 
duction or hamper agency and agent 
building. 








PERSONALS 


OBSERVATIONS 





Elmer Moore, Million Dollar Round 
Table producer for New York Life and 
trustee of N.A.L.U. has been named 
co-chairman of the special gifts division 
of the Wichita Red Feather campaign. 

Emory L. Jenks, general agent of 
Pacific Mutual at Atlanta, on Sept. 19 
will round out 30 years with the com- 
pany there. He started as an agent and 
became general agent in 1933. In his 
organization are his two sons, Emory 
II and Harry O. Jenks, both well 
launched on their own field careers with 
Pacific Mutual. 


Edwin J. Allen, staff manager of 
Prudential at Green Bay, Wis., has been 
named to receive the Vercelli medal, 
top honor for laymen in the Holy Name 
Society. President of the Green Bay 
diocesan Union of Holy Name Societies, 
he will receive the medal at the na- 
tional convention at Detroit Oct. 4. 


Florence McConnell, John Hancock, 
Galesburg, IIl., was elected president of 
the first class of the women’s life mar- 
keting course at Purdue. 


Capt. George Hogeman, formerly with 
Aetna Life, is now actuary in the army 
contract insurance division at Washing- 
ton. He is studying group proposals 
and problems in connection with appli- 
cation of a group program to the de- 
fense projects rating plan. 


Capital Troubles Bring Visitors — 


The presence of the French insurance 
executives in this country to study 
American business methods has re) 
sulted in some interesting comparative 
information about French life insurance 
compiled by E.C.A 2 

In France, as in the U. S., insurangg 
companies are among the largest lenderg 
and investors. Before the war, however, 
French insurance companies were ig 
vesting proportionately five times as 
much as they are today. The Frene} ; 
companies have been plagued with in 
creasing operating costs and decreasing 
volume of business since the war and 
the correction of this condition is the 
main reason for the presence of the 
French executives in the U. S. Capital 
invested in life insurance in the U. §, 
in 1948 was 242 times more than that 
invested in France, although the French 
population is one-fourth that of the 
United States. 








Pre-Retirement Protection 


A defect that exists in a great many 
pension plans is that there is no pro 
vision for paying any part of the income 
to the employe’s widow in case the man 
should die in the pre-retirement period. 
Many plans provide for an option that 
gives the retiring employe a lower oa 











Pictured at the Des Moines airport are (left to right) E. M. McConney, preti- 
dent of Bankers Life of Iowa; Stafford Barff, Robert Carr, and Anthony Eden, war- 
time British foreign secretary. Mr. McConney, as president of the Des Moines Chamber 
of Commerce, welcomed Mr. Eden and his party. Mr. Eden spoke at a chamber of 
commerce luncheon. Mr. Carr is a member of parliament and Mr. Barff is with the 
Chicago office of the British Information Service. 
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The feature does not add much to the 
cost of the plan but it adds greatly to its 
security value to the employe and his 
wife. Under the plan before it was 
changed the only benefit to the widow 
would have been the cash accumulation 
from the employe’s own contributions. 


Group Offices Grow Fancy “11 SIMPLE FIGURES” 


There has been a noticeable increase 
in the size and the quality of regional | | 


n than he would otherwise receive, 
h a proviso that it will be continued 
etim:..s ito his Widow on a reduced basis, usually 
ctimized two-thirds if he should die. However, 
Ut Prof ipis does not take care of the widow 
d agent}<hould her husband die before reach- 
ing retirement age. 

This was forcibly brought home to 
——— f one life company by the death of one 
of its officers a short time before he was 
' to have retired. This company has since 


INCTeas. § sjo 
uals nor | wit 





amended its retirement plan to provide 
| that if an employe dies between age 
g0 and 65 and has elected the two- 
ore thirds survivor option, the same income 
surance | will be paid to his widow even though 
Study fhe dies between age 60 and 65. 


and local group insurance offices of the 
life companies in the decade since the 
war. This reflects the increase of import- 
ance of the group operation. It also re- 
flects the ever-increasing competition 
between companies for business in this 
field. If one company takes over a new 


One of our top-flight life salesmen struck on the idea in 
selling our popular “TRIPLE-S”* package plan of putting a 
pencil in the prospect’s hand, and letting him do all the 


figuring. 
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French volume of A & H. Any location. the group freeze front is to raise the he ae for yearly $100 “unit as one or = — 

yf the wage increase allowance by 5% there We, : ee options at the en of that time. 





will be some employers in an embar- 
rassing position, if their employes desire 


icipati k It . ae 
acapeine baggy: papas es dee to take it in employe benefits. These 













any writing all automobile 
ines, workmen’s compensation 
and general liability. Domicile 
state unimportant but company 
must be licensed in New York. 





Stock life company in Tex., 
Okla., La. or Ark., with assets 
of $2,000,000.08 or more. Also a 
similar company with 5 to 10 
million of business in force. 





Texas stock auto casualty com- 
pany. 


Give us complete information 
about your company. 





employers have been pretending to be 
in favor of increasing group insurance 
benefits, but have actually enjoyed being 
in the position of saying to employes, 
“Look, we want to increase your em- 
ploye benefits, we are convinced you 
need more group insurance, but here is 
this terrible freeze which prevents us 
from going through with it.” Group in- 
surance men are convinced that a num- 
ber who talk this way—actually do not 
feel this way. They are only for more 
group when they are pretty certain that 
there is no possibility of getting more. 
Their bluffs may be called. 








Bankers Nat'l in Illinois 
Bankers National Life has been li- 

censed in Illinois, bringing to 17 the 

number of states in which the company 
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Mutual Life, were appointed within 
the past two years. 

Kergie Moore, Oakland, led the 18 
western agencies; Charles G. Coyle, 
New Orleans, topped the 21 field units 
in the central section and C. M. Ganster, 
Pittsburgh, led agencies in the eastern 
area. 


Opens Agency at Spokane 

Bankers Life of Nebraska has estab- 
lished an agency at Spokane, Wash., 
with J. Eugene Ballantyne as general 
agent. Mr. Ballantyne joined the com- 
pany in August, 1950, and has been an 
agent at Fresno, Cal. 


Beautiful Baby (Prize) Matures 


Marilyn Miller of Pierre, S. D., is 
now $5,000 richer because of a matured 
endowment policy in Washington Na- 
tional which she won in 1934 as first 
prize in the “America’s most beautiful 
baby” contest conducted by Sears, Roe- 
buck & Co., at “A Century of Prog- 
ress” exposition in Chicago. 

The Millers have decided to leave the 
money with Washington National at 
34%4% interest for 10 years. Marilyn 
plans to enter the University of South 
Dakota this fall. 


Equitable Society took $15 million of 
33%4% debentures of Rheem Manufactur- 
ing Co., due in 16 years. 
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C6798 INSURANCE COMPANY 
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Kansas City Life's lion, for over a half- 
century, has symbolized the complete 
protection and security this nation- 
wide Company provides for its policy- 
owners. Our growth is testimony 
enough that the confidence we have 


enjoyed has been well placed. 
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Franklin Names C. P. Gish 
Regional Sales Director 


Charles P. Gish, formerly director of 
agencies for Guarantee Mutual Life, has 
been named regional sales_ direc- 
tor in Nebraska and South Dakota 
for Franklin Life. 

Mr. Gish entered the business in 1929 
with Aetna Life, serving successive- 
ly as district manager, agency su- 
pervisor at Kansas City, assistant gen- 
eral agent and associate general 
as assistant director of agencies. Mr. 
Gish is a graduate of the L.I.A.M.A. 
school, and has served as president of 
five different life, A. & H., general 
agent and managers associations. 





Aetna Life Names Kayser 
General Agent at El Paso 


E. W. Kayser, Jr., has been appointed 
general agent of Aetna Life at El Paso, 
Tex. He succeeds Robert H. DeBusk, 
who has been recalled to active duty 
as a lieutenant-colonel in the air force. 

Mr. Kayser attended University of 
Pennsylvania and entered life insurance 
after service in the navy. He isa director 
of El Paso Assn. of Life Underwriters. 





Anderson to Cal.-Western 


Evan ‘R. Anderson has been appointed 
manager at Los Angeles of California- 
Western States to succeed George L. 
Bolstad, who has returned to personal 
production. 

Mr. Anderson, a navy veteran, has 
been with Mutual Life at Los Angeles 
since 1946, first as an agent and later 
as assistant manager. He was graduated 
from University of Utah and took his 
master’s degree at University of South- 
ern California. 


Boone Advanced at L. A. 


Jack Boone, assistant manager in 
charge of the Santa Barbara office of 
Prudential, has been promoted to asso- 
ciate manager of the Jack White agency 
at Los Angeles. 

Joining Prudential as an agent at San 
Bernardino in 1938, he transferred to 
the White agency in 1946. The follow- 
ing year he was promoted to assistant 
manager, and last May established the 
new Santa Barbara office. He served in 
the navy during the war. 








Harley L. Halversen, field training 
supervisor for Metropolitan and with 








North American Reassurance Company 


J. Boward Oden, President 


110 East 42nd Street 
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the company since 1934, starting as » 

agent at Sheboygan, Wis., has been Traveler 
pointed manager of the Juneau Pat ’ 
district office at Milwaukee. Preferre 





A new | 
J. M. Edelstein Leaves Con, viding, inse 
Mutual for General Ageney | juction in 


J. Milton Edelstein has resigned a Ygucwn : 


Chicago general agent of Connecticy! i 
Mutual Life to go into partnership i . 
a Chicago general insurance agency . een the ; 
with his brother in a firm to be know pa will b 
as J. M. Edelstein & Associates. y eet select 
Mr. Edelstein has been Chicago gen.’ Pe all resp 
eral agent for Connecticut Mutual sing} : ill be $1¢ 
1945, when he returned from navy sery.; Ti ccenieant 
ice. In the new firm he will head th} .,tomatic 





life department and continue to spe} iium begi 
cialize in employe benefit coverage an Premium 
estate tax work. ' js an integ 

Mr. Edelstein entered the busines) fates the 


with Massachusetts Mutual at Utica} iti 

N. Y., in 1935 and went to Chicago fe per 
that company as specialist in pension elective st 
trusts. His brother, Edward, entered ble 

the business in 1946 after air force serv.) 7” 

ice and was brokerage supervisor in his 

brother’s agency. In 1948 he was in} Mutual 
strumental in forming the general insyr. : ' 
ance agency of Anthony, McGrew &j Single . 
Edelstein and last January became sok 


owner of this agency which has now val 
been dissolved. of single | 
Samuel S. Herman, who has been in! P —— 
the Connecticut Mutual agency since | ocnangy 
1945, will be associated with the Edel yearn “pe 
steins in the new firm. one life, s 
ao 
1 , the 
Rosner to Elizabeth soy 


Norman Rosner, formerly a staff man-| form of in 
ager for Prudential at Hackensack, has} become p 
been appointed manager of the) the date « 
Elizabeth district 1 office. He succeeds} from $50, 
T. Barr Stevenson, who has joined the Limitati 
Charles W. Campbell agency of Pru-) vance hav 
dential at Newark. premiums 

Mr. Rosner started in 1928 as an agent 
at Hackensack and has been a staf) —————— 
manager there since 1933. 


New L. & C. Superintendents 


W. M. Blanton has been promoted to The 
superintendent at Miami by Life & Cas- ; 
ualty. He has been an agent there since for 
early in 1950. S. A. Allman has been 
promoted to superintendent at Talla- Sale 


hassee, Fla. He was formerly an agent 
at Asheville, N. C. A. L. Earwood has 
been promoted from agent to super- 
intendent at Memphis. 


Evans Is Danville Manager 


Patton L. Evans, agent at Danville, 
Va., for Atlantic Life, has been pro 
moted to manager there. He has had ss 
20 years experience in life insurance, Be- * 
fore joining Atlantic last year, he was 
for 16 years district manager for Con- 
tinental of D. C. He has already quali | 
fied for Atlantic’s top production club. 


Life of Ga. Transfers Hunt 


Life of Georgia has transferred R. J. | 
Hunt, district manager at Lancaster, 
S. C., to Tuscaloosa, Ala. He has been 
with the company 16 years, serving as 
district manager at Lancaster since 1945. f 
He is a past president of Lancaster 
Assn. of Life Underwriters and vice 
president of the South Carolina associa- V 





- 


tion. 


Pedersen Joins U. S. Life 


Einar Pedersen has been appointed 
general agent in Nassau and Suffolk 
counties, N. Y., for United States Life. 

Mr. Pedersen has been an agent 0 ¥ 
New York Life since 1936 except for 
1943-45 when he was in war work. 











Battle Assistant Secretary 


W. R. Battle has been appointed aa 
assistant actuary of Southwestern Life 
He is an associate of the Society © 
Actuaries, an alumnus of Texas Wester 
University and University of Iowa, 

a veteran. 
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POLICIES 


Travelers Introduces New 
Preferred Life Contract 


A new life insurance contract, pro- 
yiding insurance coverage at low rates, 
and featuring automatic guaranteed re- 
duction in premium, has been announced 
by Travelers. 

Known as the preferred life contract, 
the policy will be written on men and 
self-supporting unmarried women be- 
tween the ages of 16 and 59. The cover- 
age will be limited to applicants who 
meet selective standards of underwriting 
in all respects. The minimum contract 
will be $10,000. 

Premiums are payable for life with 
automatic guaranteed reduction in pre- 
mium beginning with the second year. 

Premium waiver disability provision 
is an integral part of the contract, with 
rates the same for men and women. 
Additional indemnity provision may also 
be added to the basic contract and 
elective settlement benefits are avail- 


able. 





Mutual Benefit Raises 
Single Premium Limits 


Mutual Benefit has increased its limit 
of single premium insurance, plus paid- 
up insurance or insurance which would 
normally become paid-up within five 
years, from $50,000 to $150,000 on any 
one life, subject to the company’s limits 
for various ages at issue. The limit on 
the amount of insurance which can be 
changed to the paid-up form or to any 
form of insurance which would normally 
become paid-up within five years from 
the date of change has also been raised 
from $50,000 to $150,000. 

Limitations on ‘premiums paid in ad- 
vance have been increased to 20 years’ 
premiums and $50,000 in total amount, 








Check these points — 


Centrally located just 45 minutes 
from the heart of. Chicago in 
suburban Highland Park. 

Stately Georgian buildings sur- 
rounded by 21 beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men to- 
gether in a quiet “country home" 
work-inspiring atmosphere. 

Privat2 beach and every recrea- 
tional facility on the grounds or 
close by. 

No extra charge for use of ball- 
room and conference rooms of 
varying sizes. 


4 
/ 
v 
v 
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Convention or sales groups given first prefer- 








eace year ‘round. Write for full information. 


7 Moraine on-the-Lake 


HOTEL 


HIGHLAND PARK, ILLINOIS 





instead of 10 years’ premiums for a 
$25,000 total. Howéver, the company 
will not accept in advance more than 
half the remaining premiums on a limited 
premium policy until the contract has 
been in force five years. The rate of 
discount on advance premiums will re- 
main at 2%. 





Guaranty, Ga., on CSO Basis 

Guranty Life of Savannah is issuing 
seven new ordinary policies with non- 
forfeiture values based on the CSO 


mortality table with interest at 3%: 


You CAN EASILY BUILD Your Dum lgency 


ENTER NOW 
THIS PORTAL OF 


Whole life, 20-payment life, life paid-up 
at age 65, 15-year endowment, 20-year 
endowment, endowment at age 65 and 
juvenile endowment at age 18. 

All contracts contain waiver of pre- 
mium disability provision without spe- 
cific extra charge. Double indemnity 
will be issued. Also introduced is a 
payor benefit providing for waiver of 
premiums to the insured’s age 21 in 
event of death or disability of the ap- 
plicant. 


Life of Ga. Has War Clause 


Life of Georgia will start using a 
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Golden Direct Mail 





Write today for Details of the Agency Plan 


1. $10.00 per Mo. Disability 


On all policies. What everyone wants! 


—Solves your prospecting problem! 


Non-Contributory Pension Plan 

Up to $400 per month Life-time guarantee of 
Renewal Income. Pius other benefits! 
Accumulator—Independence Guarantor—Etc. 
New! Most talked-about plans in America today! 


standard results type war clause Oct. 1 
on all ordinary policies issued to men 
18 through 26 years of age. On men 
already in the armed forces, the reserves, 
or the national guard the clause will be 
inserted regardless of age. 

For about a year the company has is- 
sued insurance without a war clause for 
limited amounts on men of military age. 
Men 19 through 26 were not issued 
term, and other plans were limited to 
$10,000 total. 

There will be no war clause in weekly 
premium contracts. This coverage is not 
issued to men in the armed forces. 
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“Top” commissions on 15 Contracts, (before grading) 


plus Production Bonus. 





Non-Contri 





Vested Long-Term Renewals plus 
bony Pension 


Unbelievable Rewards to Your Agents 
for Helping You Build! 


ius = 








Inquiries held in strict confidence 


The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 


Columbus i ¢ 


i 
Olane 





TERRITORIES; 


Opportunities open in: 
Ilinois, Indiana, lowa, 
Maryland, Michigan, North Carolina, Ohio 

e eo 


Pennsylvania, Texas, Vi 
2 Virginio, Washi 
D. C., and Wes? Virginia, Bhar 






California, Florida, 
Kansas, Kentucky, 
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It would be untruthful to say that American 


United’s Ageney Department operates 


without pressure. But—and this is a big 


but—it is an “understanding pressure”; 


a pressure that takes into account the value 
of good, sound business over mere volume; 
a pressure that recognizes human values; 


a pressure that can be best described as 
a “helpful push.” 


Staffed by successful, experienced field 


men, American United’s Agency Department 


has been able to see and meet problems 
at the field level. It has developed an 
organization that works as a team— 
and has something to work with. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 








AMONG COMPANY MEN 





State Mutual Life 
Promotes Three 


State Mutual Life has promoted 
Everett C. Huntington to assistant ac- 
tuary, Richard H. 
Wilson to assistant 
treasurer, and Karl 
F. Good to man- 
ager of the building 
department. 

Mr. Huntington 
graduated from 
University of New 
Hampshire and re- 
ceived an M.S. de- 
gree from Brown. 
He joined State 
Mutual’s actuarial 
division in 1938. He 
is a fellow of the 
Society of Actua- 
ries and is a veteran. Since last Feb- 
ruary he has been manager of the ac- 
tuarial division of the mathematical 
department. 

Mr. Wilson, a Harvard graduate, was 





E. C. Huntington , 





R. H. Wilson 


Karl F. Good 


an investment analyst for Liberty Mu- 
tual Ins. Co. at Boston from 1937-42. 
Following navy service he joined State 
Mutual as an investment analyst. 

Mr. Good joined ‘State Mutual in 1923 
in the financial division. Following work 
in the audit, claim and title departments, 
he was transferred a year ago to the 
building department, where he has had 
charge of operating the home office 
building. 


Fill N. E. Regional Posts 


George J. Cunningham has_ been 
named regional personnel manager of 
the projected New England regional 
office of the Farm Bureau companies, 
and J. W. Howison, regional service 
manager. 

Mr. Cunningham joined the companies 
in 1948 and recently has been assistant 
employment manager. Mr. Howison, a 





MISTER, THERE ISN’T ROOM to tell you here all 
about the Security Accumulator. But, we'll be 
glad to give you this key te success if you'll 


write us. 


SECURITY MUTUAL LIFE INSURANCE CO., BINGHAMTON, NEW YORK 


IL) Established 1886 [| 





a 
veteran of 12 years with the companie 


was formerly chief auto underwriter, 





Haynes Gets Dunbar Post 


Dunbar Life of Cleveland has ap. 
pointed Wendell O. Haynes assistant 
Mr. Haynes js , 
former salesman who entered insurance 
He start. 
ed with Metropolitan Casualty and then 
went with Mutual Benefit H. & A. He 
then joined Universal Life of Memphis 
where he was assistant to the director of 


director of agencies. 


in 1940 on a part-time basis. 


agencies. 


Underwood to N. Y. Life 





Wilson M. Underwood has _ joined 
New York Life’s investment department 
as supervisor of its public utilities diyj. | 


sion. 

In 1933 Mr. Underwood joined Cog. 
solidated Edison Co. of New York and 
served with that organization until 194} 
as an assistant rate analyst. He went 
with the investment advisory depart. 
ment of Brown Brothers, Harriman & 
Co. in 1942 as a public utility analyst, 





Names Keeble Attorney 


Life & Casualty has appointed Sydney 
F. Keeble, Jr., as an attorney. He is the 
son of the late Sydney F. Keeble, who 
was general counsel, and a grandson of 
the late P. M. Estes, Sr., one of the com- 
pany’s founders and its first general 
counsel. 





Western Reserve Promotions 


Mrs. Hildegarde Gardner has been ap- 
pointed assistant actuary of Western 
Reserve Life, Austin, Tex. 
been with the company for a number of 





WANT ADS. 





Rates 2 per inch per insertion—Iinch minl- 
mum. Limit—40 words per inch. Deadline Tue 
day noon in Chicago office — 175 W. Jackson 
8ivd. Individuals placing ads are requested to 
make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 





SUPERVISOR 
WANTED 
FOR ATLANTA AGENCY 


of Old Line Eastern Company. Age 
25 to 40. Successful personal pro- 
duction background required. 


Attractive salary and opportunity 
for a general agency in 2 or 3 years 
if successful as a supervisor. 


Give full details as to experience 
and qualifications. Address 
Box 123, The National Underwriter 
432 Hurt Building 
Atlanta 3, Georgia 
Replies held confidential. 








Opportunity 


A fife insurance company domiciled in 
the South has an opening in its Grou 
Department for a man experienced wi 
Group Life and Group A & H. Home 
Office connection which requires ability 
both in the field and the Home 
desired. Group annuity experience desir- 
able but not required. The company fs a’ 
leader in its territory. In applying give 
age, details of experience and pertinent 
data. Address G-69, THE NATIONAL 
UNDERWRITER, 175 W. Jackson Blvd. 
Chicago 4, lilinois. 
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years. Two new departments have been 
set up, the policy issue department with 
Miss Alice Timmerman manager, and 
the special group department with Mrs. 
Faye Fogle in charge. 





Sun Life, Canada, Advances 
Two in Medical Department 


Sun Life of Canada has appointed 
J Keith Gordon medical director and 
‘Arthur W. Young associate medical di- 
rector. Dr. Gordon has been with the 





Dr. J. K. Gordon Dr. A. W. Young 


company for 27 years and is a graduate 
of McGill University where he now 
serves aS associate professor. He is 
chairman of the board of Montreal Gen- 
eral hospital. ; 

Mr. Young has been with the com- 
pany for 22 years and is also a graduate 
of McGill. He is on the staff of Royal 
Victoria hospital. 


ASSOCIATIONS 


Change Chicago Forum 


The sales forum series of the Chicago 
Assn. of Life Underwriters held in Feb- 
ruary and early March each year will 
this year be held on Friday mornings 
instead of on Saturday mornings as in 
the past. The association took a poll of 
its membership at the time of the annual 
election to determine whether or not 
this change would be made. 














Springfield Wins North Award 


Illinois Assn. of Life Underwriters 
has presented the North achievement 
award for general excellence of activities 
to the Springfield association. Spring- 
field competed against 28 other associa- 
tions for the award, named for the im- 
mediate past president of the state asso- 
ciation, William E. North, manager for 
New York Life, Chicago. 


Dodge City, Kan.—The Southwest Kan- 
sas association at a meeting here ap- 
proved a L.U.T.C. course for this fall. 


Topeka—President Herbert Langsdorf, 
New England Mutual, who is also chair- 
man of Kansas Leaders Round Table, has 
resigned both posts due to ill health. 

Wichita—Monthly meetings will be re- 
sumed Sept. 13. 

Twin City — Newly-elected officers of 
the women’s association are Catherine 
Cox, Metropolitan Life, Minneapolis, pres- 
ident; Ann Dolan Kelly, Penn Mutual, 
St. Paul, vice-president; Helen L. Rupp, 
Prudential, St. Paul, secretary. J. N. 
Mulligan, Occidental, president Minneap- 
olis association, was the speaker. 

Glasgow, Ky. — Uhel O. Barrickman, 
Glasgow attorney, addressed the Mam- 
moth Cave association on the need for 
higher moral standards in government 
and private life. 

Utica, N. Y.—At a meeting of officers, 
directors and committee chairmen, Frank 
Wenner reported on speakers proposed 
for the fall and winter meetings and 
John Slimm covered advanced underwrit- 
ing classes. Attendance, membership and 
Public relations also were discussed. 

St. Joseph, Mo.—A picnic supper, 
Planned by Warren Pryor, New York 
Life, was held. 


Move Chicago Group Office 


The Chicago group office of John 
Hancock has moved to larger quarters 
at 39 South LaSalle street. There is 
650 additional square feet of space. 











William C. Gibson, group annuity 
specialist, on Sept. 1 is leaving the Chi- 
cago office to take a similar post at 
Cleveland. Stanley Peterson is now in 
the service department of the Chicago 
office. He has been in the claims de- 
partment for two years. 


Reward Southland Agents 


Six Southland Life agents will enjoy 
a stay of several days at Acapulco, Mex., 
as a result of being top leaders in the 
“President’s Month” campaign. 

Eddie Dyer, Fort Worth; Archie 
Castleberry, Amarillo; Matt Harrington, 




















Tuere’s A MAN in this country who spends his days doing 


exactly what he wants to do. 


He works hard and he worries plenty, but he laughs a lot, 
too, and he sleeps well. He’s seen men who take it easier, and 
men who strike it richer. But he wouldn’t change places 
with any of them... and you wouldn’t want him to. 


In the old days you'd find this man swinging a hammer in a 
blacksmith shop, or ankle-deep in hickory shavings, 
building wagons for the pioneers. You’d find him baking 
bread in a wood-fired oven, sewing a jib for a clipper ship, 
or making a clock that would run forever. And over his 
doorway you’? find a sign that said: I. Jones, Prop. 


The country is bigger now, and its business is busier, 
but we still can’t do without I. Jones, Prop. 


He’s the man behind the counter in a roadside diner, selling 
coffee and hamburgers to the drivers of the 


night-rolling trucks. 

He’s the scholarly old fellow bent over 
a lathe in a little machine shop, 
turning out parts of such honest 


Big Spring; Ray Walker and Warden 
Boswell, Sweetwater, and Woodie Wood 
of Dallas, will be accompanied to Aca- 
pulco by W. C. McCord, president, and 
Joe Woodward, vice-president and agen- 
cy director. 

During July, birth month of Mr. Mc- 
Cord, Southland Life agents produced 
almost $12 million of new business. 


Hancock Office in Movies 


The home office of John Hancock 
Mutual Life will be the setting for 
scenes in a documentary movie based on 
FBI files, soon to be produced by 


RD-DR Corp. The film is based on 
current revelations of Communist espi- 
onage and of the men who defend 
America against it. The Hancock office 
will be used to depict FBI headquarters 
in Boston. 


Republic Nat'l Leaders 


The Oklahoma City agency of the 
Republic National Life led ail agencies 
in both life and A. & H. sales for July. 
Dick Mourning, Oklahoma City, and 
Harper Elliott, El Paso, were named 
men of the month in the A. & H. and 
life divisions, respectively. 











> as 


Fits name 1s I. Jones, Prop. 


make its own. 


quality that a big factory will buy them rather than 


He’s the owner of the corner candy store, who sees to it 
that you will always have a pack of cigarettes, a newspaper, 
a rubber band, a box kite, a doll carriage, and a quart 

of ice cream for dessert. 

He’s the moving man, the gas station man, the man who 
fixes the roof, the man who adjusts the television set. 
He’s the man who will cash your check when you run 
short, or forget to send his bill if you've been sick. 

He’s the man who did business with your father, and the 
man who will be doing business with your son. 

The textbooks have a dry name for I. Jones, Prop. 

They call him The Small Businessman. You'll look a long 
time before you find a bigger man anywhere. Bigger in self- 
respect. Bigger in usefulness to his neighbors. Bigger in 
influence on a national way of life that lets any man 


be his own master. 
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the Chicago Assn. of Life Underwriters 
and the Chicago C.L.U. chapter at the 
Midland hotel Sept. 27. C.L.U. desig- 
nations will be awarded by Walter N. 
Hiller, Penn Mutual, past president. 


Woodson on Chicago Card 


B. N. Woodson, executive vice-presi- 
dent of National Assn. of Life Under- 
writers, will address a joint meeting of 


Y Complete- 


personal insurance service! 














IV] Life 
IV] Health 

ly] Accident 

Vv] Hospitalization 


lV] Group 
lV] Salary Savings 
lV Franchise 
lV] Wholesale 
lV] Medical and Surgical [7] Brokerage 


Reimbursemen} 








Vv] Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $335,000,000.00 »« 











Answer SS Queries 


(CONTINUED 


on Retired Agents 


FROM PAGE 1) 





cumstances, the bureau’s position is that 
renewal commission is compensation for 
the year in which paid, because it is 
contingent upon performance by the 
agent of some service not connected 
with the sale of the policy. 

In such cases the bureau holds that 
in order to determine whether such com- 
missions are subject to the OASI tax, it 
must first be determined what was the 
agent’s status at the time he receives 
the commission— whether he was an 
employe at that time. 

Under the statutory definition of “em- 
ploye,’”’ he would have to be a full-time 
life salesman. However, it was pointed 
out that he might be in a retired status 
and still be a full-time salesman if he 
devotes substantially all his time to the 
sales of insurance. 

The revenue bureau does not contend 
the OASI tax must be paid on renewal 
commissions on business written after 
Jan. 1, 1951, unless the agent concerned 
is covered by the statutory definition of 
a full-time salesman. Business written 
after that date does not come within 
that provision of the law requiring the 
withholding of OASI tax. 


Letter from Wilbur Cohen 


In reply to questions concerning the 
effect of the receipt of renewal com- 
missions on the benefits of life agents 
who are OASI beneficiaries, Wilbur 
Cohen, technical adviser to Social Se- 
curity Commissioner Altmeyer, has 
written in part as follows: 

“Our position is that the classification 
of remuneration paid as renewal com- 
missions is determined by the status of 
the agent at the time the original sale 
of the policy was consummated. If the 
agent was self-employed or an inde- 
pendent contractor at the time of the 
sale, then all resulting renewal com- 
missions flowing from that sale will be 
earnings from self-employment. If the 
agent was an employe of the company 
at the time of the sale, then the re- 
newal commissions flowing from that 
sale will be considered as wages from 
employment. These general rules will 
be true, regardless of the agent’s status 
at the time the commissions are paid. 





Liberal 
Disability Income 


Production 
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IN THE OSLICO CHAIN 
ARE STRONG 


THE FAMOUS INSURED SAV- 
INGS PLAN NOW IMPROVED 


Lifetime 
Compensation 


LINKS 


voddo jnl20d5 
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—, 
For example, if an insurance agent wa 
an independent contractor prior to Jan, 
1, 1951, and he is now an employe, 
newal commissions paid him as a resy 
of sales made prior to Jan. 1, 1951, wij 
be earnings from self-employment, 





DEDUCTIONS 





ey 





“Deductions are imposed against , 
social security beneficiary’s benefits jj 
he, while under age 75, renders services. 
as an employe for an employer for | 
wages of more than $50 in a month, |” 
addition, benefits are not payable fo 
one or more months if an individual 
while under age 75, renders substantia] 
services as a self-employed person jn 
an occupation, trade or business which 
is covered by the law and has net earn. 
ings from self-employment averaging 
more than $50 a month for the taxable 
year. If the beneficiary did not render | 
substantial services during a part of the 
year, he would be due benefit payments 
for months in which he rendered no sub. 
stantial services, regardless of the 
amount of his net earnings for that 
year. Generally, under the rules out 
lined above, the receipt of renewal com- 
missions by a social security beneficiary 
will not cause deductions from his ben- 
efits. Our ruling is based upon the 
premise that renewal commissions are 
deferred compensation for past services 
and not for any activity in connection 
with the renewals and, therefore, the 
individual would not be rendering serv- 
ices either as an employe for an em- 
ployer, or rendering substantial services 
in self-employment. However, if a self- | 
employed beneficiary receives renewal 
commissions averaging more than $50a 
month for the taxable year and renders 
other services in self-employment, de. | 
ductions may be imposed, inasmuch as it | 
is not necessary that the net earnings 
from self-employment specifically re- 
late to or be derived from the substan- 
tial services rendered,” 


Can Be Appealed 


“Regulations issued and published as 
such by the federal security agency have 
the force and effect of law, the same as 
the regulations of any governmental 
agency,” Mr. Cohen wrote. However, 
“any final decision made by the social 
security administration in an individual 
case can be appealed by filing suit in 
a district court of the United States.” 

The payment of OASI benefits “is 
a matter for which responsibility rests 
entirely with the federal security agen- 
cy,” said Mr. Cohen. “Any questions 
concerning taxation or the collection of 
taxes for social security purposes are 
subject to the jurisdiction of the bureau 
of internal revenue. Neither agency cat | 
‘block’ or prevent the other from ad- 
ministering its functions.” 


Status of Service Fees 
Mr. Cohen was asked about a belief 
reported in life circles that service fees 


paid after expiration of renewal commis- 
sions would not affect OASI benefits if 


omer: 
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BY UNIQUE PRESENTATION OF 
ACTUAL CLAIM STORIES. 





10 STATE LIFE 


MEMEANHCE 


COLUMBUS 15, OHIO 
Write FRANK L. BARNES, Ist V.P. and DIRECTOR of AGENCIES 


THE 
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Up to 9 Years Veste¢ 
Renewal Commissions 





ally renewal commissions will not affect 


age and survivors 


the fees exceeded the maximum of $50 
per month that can be earned in cov- 
ered employment, without forfeiting 
benefits; whether they would be exempt 
on the ground that they are not paid in 
covered employment, since the retired 
agent is not a full-time salesman but an 
independent contractor. However, the 
revenue bureau spokesman said a re- 
tired agent could still be a full-time life 
salesman. 

Mr. Cohen said he could not answer 
the above question on the basis of infor- 
mation furnished. He added SSA was 

unable to find any record of a ruling 
or prey statement” concerning the sub- 
ject. 

He stated further that while “gener- 


the eligibility of retired agents for old- 
insurance benefits}: 
(CONTINUED ON PAGE 16) 
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Denefits 7 The opening day will be devoted to uto- ruck Crash Commissioner Maloney of California Vice-president Harry W. Jones and 
S sersaial meetings of Fraternal Field Managers has issued three bulletins warning com- August C. Hansch director ‘of agency 
loyer fo Assn., Fraternal Investment Assn., and John E. Little, 53, field director and panies and agents of illegal practices. personnel of Mutual Benefit. will visit 
nonth it Fraternal Youth Counselors Assn. The actuary of Maccabees, died with his The first repeats warnings previously four of the company’s western agencies 
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ov which The first general session opens diately burst into flame, trapping the erate on the basis of remitting premiums agency meetings 
net cami Wednesday with President John P. occupants. The family was returning to and return premiums within 15 days of They will be at Des Moines Sept. 
; Detroit from the west coast. their receipt to maintain the money in 4-5, Sioux Falls Sept. 6, Milwaukee 
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arnings will include a presentation by the Mac- 
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ubstan- Additional committee reports are 
scheduled for Thursday morning and 
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professor and now a professional speak- 
“Fer, will talk on “So You Think You’re 
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ame as The Thursday afternoon session will 
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social Cooperation Administration. He will 
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of family group insurance which will 
be issued is $1,500, and the minimum 
amount which will be issued on any 
one member of the family is $250. 


New Family Group Form 


Grange Mutual Life of Idaho is is- 
suing a family group life policy paid up 
at age 65. The minimum total amount 
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The upsurge of interest in nen- 

cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 


( on our position of leadership in 
’ a specialized field. 
THE Full Reere life 
, INSURANCE Z/COMPANY 
WORCESTER > MASSACHUSETTS 


Frank L. Harrington President 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency repsesentation in the 48 states, the District of Columbia and Hawaii 











WOULD YOU LIKE TO LIVE IN MIAMI? 


Owner of multi-million dollar life agency representing 
major company desires to return to personal sales 
field and will negotiate with highly experienced 
agency manager or supervisor with satisfactory 
record of recruiting and training. Must be under age 
45. Starting salary $7,500 annually with bonus. . . 
opportunity to earn $15,000 soon. 


Box G-75, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 
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Federal Agencies Answer 


Queries on Retired Agents 
(CONTINUED FROM PAGE 14) 


however, a specific answer would de- 
pend upon the facts in the individual 
case.” 

Both the social security administra- 
tion and the internal revenue bureau ap- 
pear to agree there is no dispute between 
them concerning at least some points 
relating to renewal commissions and re- 
tired agents. 

The revenue bureau said there is no 
conflict between it and SSA on matters 
related to retired insurance salesmen. 
According to life insurance representa- 
tives, there has been such conflict. On 
this point SSA is not so specific as in- 
ternal revenue. The former is “not 
aware” of such conflict. Mr. Cohen 
wrote as follows: 

“Our position in regard to renewal 
commissions was reached after discus- 
sion with representatives of the bureau 
of internal revenue. We are not aware 
of any ‘dispute’ or conflict between that 
bureau and the social security adminis- 
tration regarding the treatment of re- 
newal commissions.” 


Letter Ruling 


Neither agency had copies of its rul- 
ings on the subject available. Both 
have made such rulings in various let- 
ters. SSA said in all such letters it “re- 
iterated the rules outlined above.” 

Mr. Cohen referred to the SSA letter 
of May 25, 1951, to Senator George, 
and added: 

“That letter did not reverse or amend 
the rules regarding renewal commis- 
sions, but merely clarified the effect of 
a particular section of the social secu- 
rity act on the receipt of renewal com- 
missions.” : 

Mr. Cohen said he is “unaware at this 
time of any situation in which it ap- 
peared our position in regard to re- 
newal commissions has ‘oversimplified’ 
the problem,” as life insurance repre- 
sentatives believe. Cohen continued: 


Position “Fits the Facts” 


“Our examination of individual cases 
of social security beneficiaries has shown 
that our position fits the facts as they 
have been brought to our attention.” 
However, he admits that “naturally 
there may be individual cases in which 
the situation would vary but they have 
not come to our attention.” , 

The revenue bureau spokesman said 
that before 1938 it had taken the posi- 
tion that full-time life insurance agents 
were employes. Later, that position 
was reversed and it was held that solicit- 
ing agents were not employes. f 

The 1950 social security law’s provi- 
sion that full-time life salesmen are em- 
ployes necessitated a “complete change” 
in the bureau’s position, the spokesman 
said. In December, 1950, the bureau is- 
sued a mimeograph, with which the life 
industry is generally familiar, which set 
up tests to determine whether or not 
an agent is an employe. 


Companies Cooperating 


Representatives of both agencies in- 
dicate there is cooperation from life 
companies in dealing with problems pre- 
sented. Concerning company payment 
of OASI tax, the revenue bureau said 
companies have cooperated with it com- 
pletely in trying to work out problems 
involved. 

“We have not received any communi- 
cation or indication from insurance com- 
panies or their representatives which 
could be construed as opposing our gen- 
eral position in regard to renewal com- 
missions,” said Mr. Cohen. 

However, the agencies’ views differ 
as to the force and effect of their re- 
spective rulings. The revenue bureau 
admits its rulings do not have the force 
and effect of either law or of its regu- 
lations. However, these rulings may be 
disregarded only at the peril of the tax- 
payer, it was stated. The latter has no 
right of appeal from revenue rulings to 
the tax court. 

On the question of whether the rev- 


enue bureau could block payment , 
OASI benefits by SSA, the formes 
spokesman said it has no jurisdictig 
over such payments, the bureau’s fyy,) 
tion being “solely concerned with 
collection.” 
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ILLINOIS 


CARL A. TIFFANY & CO, 


CONSULTING ACTUARIES 

211 West Wacker Drive 
CHICAGO 6 
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Harry S. Tressel & Associates! 
Certified Public Accountants E 
and Actuaries 


10 S. La Salle St., Chica Illinele 
Tele FReakiin 2-23 
a S. Tressel, M.A.1.A. | 
« elf F.S ‘ 


Wa. H. Gillette, 6.P.A) 
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. man, F.S.A. 
N. A. Mesceviteh, A.8.A. 
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Haight, Davis & Haight, Inc. 

Consulting Actuaries } 

ARTHUR M. HAIGHT, Presiden 
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Consulting Actuaries 
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Welfe, Corcoranand Linder| : 
110 John Street, New York, N. Y. 
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balance 
improves performance 


From childhood’s earliest 
moments... balance is 
essential to progress. 


So, too, in a life insurance 
company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


} 


Fidelity is a well-balanced 
company. 


The 
= FIDELITY MUTUAL 
= LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 




















Proud to wall he 


INDIANAPOLIS 7, INDIANA 


INSURANCE COMPANY 
Mutuval—Established 1905 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 





* 


You, foo, can Aoll the... 
ARROW OF GOLD 


Here’s another Illinois Bankers Life exclusive — the ARROW 
OF GOLD! Especially designed for the young man who 
is “going places” but equally suitable for every prospect 
who needs the maximum in protection and guaranteed 
insurability at minimum cost, this flexible policy can be 
adapted to his changing needs by conversion or renewal, 
all without further evidence of insurability. 


Maximum protection—guaranteed insurability— 
low cost. The ARROW OF GOLD is issued on 
five, ten, or fifteen year terms (ending at age 
65) and can be renewed or converted anytime 
within the full term period, either at original 
or attained age without further evidence of 
insurability. Total permanent disability and ac- 
cidental death benefits may be added. 


The ARROW OF GOLD is only one of the exclusive con- 
tracts in our portfolio of life, accident & health and hos- 
pitalization policies. Specimen policies and complete 
information will be sent to qualified insurance producers 
and brokers on request. All inquiries confidential. 


O. F. Davis, Vice President 
Director of Agencies 


ILLINOIS BANKERS, LIFE ASSURANCE CO. 


Monmouth, Illinois 





Life — Accident & Health — Polio 
Hospitalization — Medical Reimbursement 
Group — Franchise 
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902 the PAUS Value + 
that Counts 


Wien you can offer your assured HEALTH 
—ACCIDENT and HOSPITALIZATION in addi- 
tion to the usual LIFE insurance program, then 
you are in an enviable position. If you want to 
know more about this ideal combination, write to 
Wm. D. Haller, Vice President and Agency 





UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 



































The Travelers 


PREFERRED RISK LIFE* CONTRACT 


Features which have a strong appeal to both buyer and seller 











Guaranteed Reduction in Premium after First Year. Option to 


continue first year premium and receive Paid Up Additions 





Premium Waiver Disability forms a basic part of contract 





Same contract available to unmarried, self-supporting women 





* Available in United States only 





CALL YOUR NEAREST TRAVELERS LIFE MANAGER OR GENERAL AGENT 
ABOUT LIBERAL FIRST YEAR COMMISSIONS AND REGULAR RENEWALS 











The Travelers Insurance Company artrorp, CONNECTICUT 






















